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From King Cotton, Hardware’s most 
complete cordage line, comes the NEW 
ROPE RACK. The dealer’s answer to 
rope merchandising problems. 





A complete rope sales center to make 








your rope sales a fast, easy job. Spool J 
t-up let II th full 

«a acleatacr anaai cae x coro 
ee Seeing 100% MANILA PUT-UPS 

are right here at your finger-tips. No more 

cellar trips, no more messy coils, here is the easy way to SELL MORE ROPE. 


i t j ; i j Iti KING COTTON 
King Cotton Manila Rope is a first quality pure manila rope. It is made to Sabine akan 


exceed government specification TR601A for tensile strength, rot resist- 
ance, water resistance, color, and quality. 


The King Cotton Rack itself is an eye-catcher, painted blue with bright 
yellow and white. It is made of heavy gauge steel rod and is fully assem- 
bled, ready to go to work immediately. 


KING COTTON 


ROPE RACK Shipped Complete Contains: Rv ® NS ad 


One Display Rack (Free of Charge) 

One carton of %” contains two units of 3 connected . spools 
One carton of 3/6” contains two units of 3 connected . spools 
One carton of %” contains two units of 3 connected . spools 
One carton of 1%” contains two units of 6 connected . spools 
One carton of ’ contains one unit of 4 connected . Spools 
One carton of contains one unit of 4 connected . spools 








KING COTTON 
SELLCORD ® 
COILS 





\ 
e ) © JOHN H. GRAHAM & CO. INC. 
Ki Co on 105 Duane Street, New York 8, N. Y. 


CORDAGE 
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Iraveloaden. BUILDS BUSINESS for Lumber Dealers 


while reducing handling and storage costs! 


Traveloader, the unique Baker side-loading fork truck gives 

lumber dealers three specific advantages: 

1. Loading delivery trucks in a fraction of the time required by other 
methods, gets more work from trucks and drivers—speeds deliveries 
and wins customers. 

. Assembling orders by its system of straight-line pick up and carry— 
using only one man and one machine to do the job of several men, a 
fork truck and a straddle truck—cuts handling costs in half, or more! 


. Ability to pick up loads from the side, carry them lengthwise, and 
stack them—from the side—to a height of 12 feet or more, cuts aisle 
requirements and increases storage capacity. 


For example—in the yard illustrated, Traveloader loads out trucks in 
10 minutes compared to 90 with former hand methods. The company’s 
12 trucks are kept busy making deliveries instead of spending 20% of 
their time in the yards, as before. When not loading trucks, the 
Traveloader carries incoming lumber from cars to storage, where it 
high stacks from 12-foot aisles, assembles orders for delivery and takes 
them to the loading area. Traveloader makes possible a “rolling inven- 
tory” system by rotating stacks to bring older lumber to the top. 


Write for Bulletin 1360 for complete information. 


THE BAKER-RAULANG COMPANY 


Baker 1200 WEST 80th STREET e CLEVELAND 2, OHIO 
J industriattrucks fl A Subsidiary of Otis Elevator Company 
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Now available for long residual control of grassy 
and broadleaf weeds in driveways, roadways, 
railroads, walks, paths, industrial sites, around 
buildings and other non-cropped areas. 


NOW YOU CAN STOP WEEDS BEFORE THEY START with 
Geigy’s amazing new pre-emergence herbicide Simazin SOW. Think 
what preventive weed control with Simazin 50W can mean in terms 
of time and money saved for industries, municipalities, highway 
commissions, railroads, utilities and any other business or service 
concerned with the problem of weed control on non-cropped areas. 


How Simazin 50W Acts 

Simazin SOW, a triazine compound, is not a contact or foliage 
herbicide, but acts on the plant roots, and should be applied just 
before germination or emergence for best results. Before using 
Simazin 50W for long residual weed control, existing plant growth 
should first be removed by use of a contact herbicide, or by mow- 
ing or ploughing under. 


Long-Residual, Economical 


One pre-emergence application of Simazin 50W applied at the rate 
of 10 lbs. per acre controls most grassy and broadleaf weeds for 
about a year. The material is economical and easy to use. At the 
maximum rate of application, less than 4% Ib. is required to treat 
1,000 sq. ft. 


Controls a Variety of Weeds 


Simazin 50W controls a wide variety of grasses and broadleaf 
weeds including barnyard grass, witch grass, yellow foxtail, wild 
oats, crabgrass, broadleaf plantain, dandelion, lamb’s quarters, 


Clive pigweed, ragweed, nightshade, purslane, velvetleaf and mustard. 
Low Toxicity, Non-Corrosive 


Simazin SOW has very low toxicity to humans and domestic 
animals. It is non-corrosive and can be removed from spraying 
equipment by merely flushing thoroughly with water. 


No Lateral Leaching 

Since there is practically no lateral leaching, Simazin SOW _ can be 
used adjacent to crop land and ornamental areas. Lack of phyto- 
toxicity to foliage minimizes drift hazard. 

Availability 

Geigy Simazin 50W, containing 50% active ingredient is available 
in cases of 10 x 5 Ib. bags and 50 Ib. fiber drums. 

Free Technical Bulletin 


Send for your free copy of the Simazin Technical Bulletin and 
descriptive pamphlet. Address Department AL-77 


***SIMAZIN"’ is a trademark of Geigy Chemical Corporation 


& 
ORIGINATORS OF EIY °°” INSECTICIDES 


GEIGY AGRICULTURAL CHEMICALS «© Division of Geigy Chemical Corporation * Saw Mill River Rd., Ardsley, New York 
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Save over 50% in storage space 


. . while your profits multiply from sales of 


L-O-F Glass Fibers’ new Therma-Sensiiive Home Insulation 


“titer a ? 
en crn 


Four compressed rolls pack up to 400 sq. ft. of 
insulation into one easy-to-handle 20-lb. bag 




















L:O-F Glass Fibers’ Thermo-Sensitive Home Insula- 
tion does not soak up heat, responds 5 to 10 times 
faster to temperature changes. Helps homes cool 
off faster in summer... cost less to heat in winter. 


You collect a double dividend from L:O-F Glass Fibers’ new 
Thermo-Sensitive Home Insulation: 


Slice your overhead costs— Compressed rolls save you 
dollars on storage space and handling! Each bag takes less 
space in warehouse or trucks ...and only 3 to 6 bags 
cover an average ceiling. Packages are easier to load, handle 
and store in “hard-to-reach”’ warehouse lofts. 


Build new sales volume —This new kind of insulation sells 
itself to builders and contractors with these features: 


@ Thermo-Sensitive—responds more quickly to thermo- 
static control. 


@ Reflective vapor barrier—provides high resistance to 
moisture travel, adds to insulation efficiency. 


@ Fast, easy one-man installation—resilient blanket 
holds itself in place while handy tabs are stapled; 
retains snug fit to minimize heat leakage. 


Stock up now on L:O-F Glass Fibers’ new Home Insulation. 
It’s available in standard widths and three thicknesses, and 
your nearby distributor gives fast delivery. For his name, 
write: L:O-F Glass Fibers Company, Department 58-77, 
1810 Madison Avenue, Toledo 1, Ohio. 


L-O-F GLASS FIBERS COMPANY TOLEDO 1, GHIO 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


OPTIMISTIC BUILDERS SAY LOW POINT HAS BEEN REACHED. 


For the first time in months our calls to key builders find frank optimism 
for the months just ahead. ihe new housing bill seems to have tipped the 
scales and converted many a gloomy character into one with faith in the future. 


FHA loans will come easier because field men have now received instructions 
to reduce standards on the amount of income required to meet monthly payments 
« e « permitting people with lower income to carry bigger FHA-approved mort- 
gages. Keep in mind, too, that FHA has become a more efficient, streamlined 
operation since Norm Mason took the agency over. Faster processing of loans 
makes FHA more attractive to mortgage buyers, prospective home buyers. 


More money for conventional loans is also piling up as savings increase at 
Savings & Loans, insurance companies. These people invest heavily in mortgages 
+ « « are already competitive for good loans. One Chicago S & L announced this 
week that they were back to their pre-tight money schedule for minimum down 
payments .. . others have similar more attractive schedules pending. 














STRIKE IDLES 55 CEMENT PLANTS. 


Industry sources say that 55 plants of the about 170 in the United States 
are now idle and about one third of the nation's cement production facilities 
are Shut-down. Several Smaller producers have settled and the unions are said 
to be demanding that tHe pattern be followed for the larger plants. Unions 





are asking a 16¢ an hour nike. The average wage rate for the industry is now 
$2.07 an hour. i 


Described as the most serious strike in years the affair could drag out for 
Some time. AS we went to press, bargaining sessions were not being arranged 
and relations between management and unions were on the bitter side. Inven- 
tories seemed to be fairly adequate but would not hold up if the strikes 
continued for a prolonged period. Anticipate that the unions will eventually 
win this battle . .. that a 6 to 8% increase in cement prices must be 
anticipated. 











MORE SUPPORT FOR HOUSE COMPONENTS. 


"Saw _and hammer contractors will disappear from the scene in the near future 
predicts Bill Scheick, director, Building Research Institute, and former head 
of the Small Homes Council. Scheick says the industry will be interested 
chiefly in low-priced and medium-priced houses because these offer a huge 
market. All industry ingenuity, he says, will be focused from now on in just 
one direction . . . to reduce production costs and give the home buyer a more 
appealing product. 





MORE A. L. INSPIRED STORES GOING UP. 


Saginaw Lumber Co., Saginaw, Mich., is just one of the many fine, new show- 
rooms designed by our architectural consultant that are springing up across the 
country. These showrooms have a distinctive appearance which truly reflects 
and dramatizes building materials and lumber. Local publicity, for example, is 
frequent as newspapers see interesting use of material, become convinced that 
the new showroom is a credit to the community. The Saginaw photo on the news 
pages was featured locally in this manner. 


Wider display of building materials and a colorful planning center will 
play a dominant role in the store layout at Saginaw and all the yards in our 
Shop. Readers may be interested to know we employ, with adjustments, a per- 
centage formula; 40% of available space for store items . . .45% of the space 
for the planning center and building products and 15% for the office. 
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BUILDING 
New Housing Bill 


President Eisenhower has signed a 
$1,740,000,000 Federal housing bill de- 
signed to spur construction of homes 
and make them easier to buy. The bill 
falls short of Democrats’ and home 
builders’ proposals but is more ambi- 
tious than Administration’s recom- 
mendations. The highlights: 

e minimum down payments under 
FHA are 3% on the first $10,000 of 
appraised value, 15% on the value be- 
tween $10,000 and $16,000, and 30% 
on the value from $16,000 to $20,000. 
Under the measure a $16,000 ap- 
praised house would require a mini- 
mum down payment of $1,200 com- 
pared with the present $2,200. 

e the Federal National Mortgage 
Association has been given $1.15 bil- 
lion in new funds to buy and sell 
government-backed mortgages in the 
secondary, or resale market. 

Although all these authorizations 
are more than those sought by the 
Administration, a “sleeper” provision 
in the bill is the only major contro- 
versial feature. This requires the VA 
or FHA to set “reasonable limits” on 
discounts of mortgages. 


“Save for Your Home" 

The National Association of Home 
Builders and the United States Sav- 
ings and Loan League have announced 
a joint educational program to foster 
home ownership and channel increased 
savings into home mortgages. 

Their “Save for Your New Home” 
program will be conducted on a local 
level through members of the U. S. 
Savings and Loan League and 
NAHB’s 285 local and state Associa- 
tions throughout the nation. 

Last January American Lumber- 
man proposed a similar plan to the 
National Retail Lumber Dealers As- 
sociation, pointing out that such a 
program would improve the financial 
position of the family making the sav- 
ing, and that it would add to the sup- 
ply of mortgage funds available for 
investment in housing. 

As proposed by American Lumber- 
man the program would bring the re- 
tail lumber dealer directly into the 
picture. He would play a part in prep- 


quarters for selling the home owner- 
ship idea. 

NAHB points out that there are 
about 1,600,000 marriages a year, and 
most of these couples are young 
people in their early 20’s who are 
eager for information about homes 
and home ownership. In the words of 
George Goodyear, NAHB president, 
“this program is designed to provide 
them with the information and to 
show them how, by saving regularly 
from the beginning of married life, 
they can provide the down payment 
on a home that will insure the future 
security of their family.” 


Small Builders Dominate 


Home builders — both individuals 
and prefabricators—now are so nu- 
merous that none controls a larger 
share of total production than 1 or 
2%, according to a group of the na- 
tion’s leading architects and home 
planners. 

This and other new facts on the 
home building industry emerged from 
a top-level conference of 20 authori- 
ties on residential building sponsored 
by the Aluminum Company of Amer- 
ica last month at Boca Raton, Fla. 

Because there are no “giants” in 
the home building industry the partici- 
pants at the conference suggested that 
the center of action in home building 
may have shifted to companies large 
enough to effect drastic changes, when 
they are needed. 

Three basic possibilities were cov- 


ered in the discussion of the possible 
trends of home building in this coun- 
try. One is the increasing use of unit 
components. These components could 
be manufactured to certain modular 
standards with sufficient flexibility to 
permit variation in design for any 
home. 

Another possible course is the move 
toward complete prefabrication. This 
prefabrication could take place either 
in a factory or on the site. Construc- 
tion of this type now accounts for e 
fairly large percentage of the annua’ 
output and is certain to increase, ac- 
cording to panel participants. 

The third touched on the increasing 
use of mobile homes. The grour 
pointed out that since World War II, 
annual production of trailers has al 
ways been at least twice that of pre- 
fabricated homes for any period. Ap- 
parently, an unexpectedly high de- 
mand always exists for this type of 
shelter, said participants. 

Several other important points were 
touched on during the three-day con- 
ference. One of these was that a cost- 
analysis of today’s homes shows that 
the actual shell accounts for only a 
small percentage of the total cost. 
The group concluded that before any 
appreciable savings on home building 
can be effected, all heating, air condi- 
tioning, plumbing and other mechani- 
cal features must be incorporated into 
component walls, roofs or floors. An- 
other point brought out was the pre- 
fabrication of utility units. 

(News continued on page 12) 





aration of a local program to inform 
the public on house design, building 
materials and all phases of home 
building within his province. The 
more than 30,000 retail yards through- 
out the country would become head- 


Courtesy Saginaw News 
GIANT BEAMS processed from Douglas fir will be used at the Saginaw Lumber Co.'s new 
showroom at Saginaw, Mich. Described as one of the most modern showrooms in the 
United States, the structure was designed by James Lindenberger, American Lumberman's 
architectural consultant. The new Saginaw showroom is one of six new stores now under- 
way which have been planned by Liedeubenger for lumber dealers. 
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Little Drops of Water (Condensation) 


Ruined a Fine Home 


Cost over a Million Dollars to 





THIS ADVERTISEMENT HAS APPEARED IN: 
Architectural Record; Progressive Architecture; 
American Builder; Practical Builder; 
Air-Conditioning, Heating & Ventilating; 
Heating, Piping & Air-Conditioning 
Direct DEALERS WANTED 

i—— No Minimum Stock REQUIRED 





an Apartment Development 


The owners of a path-breaking apartment 
development had to pay a repair bill of over a MIL- 
LION DOLLARS for ripping out condensation-soaked 
insulation and replacing damaged plaster walls. 


It was necessary to move a fine country home 
to a new site—the state highway was coming 
through. It could not be done. The sills of the house 
had rotted on account of condensation in the walls. 


Today’s tightly built, high-humidity houses 
create vapor problems. Vapor, which is a gas, has 
1/205,000 the density of water at 32°F; about one 
millionth the density at 0°F. Sometimes there is 
excessive flow of vapor THROUGH walls and ceil- 
ings into cold building spaces. This enhances the 
formation of destructive condensation, especially 
where an adequate vapor barrier is lacking, or 
where there is one with too many breaks, or which 
while waterproof is not sufficiently vapor-proof. 


METALS ARE THE BEST VAPOR BARRIERS 


There is now a new , multiple aluminum, which 
forms a continuous, edge-to-edge barrier of uni- 
form depth between studs or joists, giving the 
entire area maximum protection against vapor- 
flow and condensation formation as well as against 
heat loss or intrusion. 


The aluminum layers, 375 ft. to 750 ft. long 
are almost impervious to water vapor. Infiltration 
under the flat stapled flanges is slight. Condensa- 
tion formation, on or within this type of insulation 
is minimized because of the scientific construction 
of multiple layers of aluminum, fiber, and air spaces, 


The surfaces of this aluminum have high heat 
ray reflectivity (97%); low absorptivity (3%) ; 
and low emissivity (3%). Conduction is slight be- 
cause of preponderant air spaces of low density. 
Aluminum and fiber layers retard convection, outer 
and inner. It is available, prefabricated, as Infra 
Insulation, Type 6 or Type 4. 


Infra insulation is sold direct to dealers in 
most states. No minimum stock required. 5000 
sq. ft., fit on 1 shelf. A carton 3’ x 1%’ x %’, 
only 1% cu. ft., contains 1000 sq. ft., weighs 
only 45 lbs. Use coupon for DEALERS’ PRICE 
LIST, samples of Infra, and consumer literature. 
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The U.S. NATIONAL BUREAU OF 
STANDARDS has published an informative 
booklet describing the destruction that 
condensation can cause and means of pre- 
vention. It is entitled “Moisture Conden- 
sation in Building Walls.” Send us coupon 
for a FREE copy. 


THERMAL VALUES 
infra Type 4 Parallel Insulation 


Down-Heat C .042*=7%” non-metallic insulationt 
Up-Heat C.105*=3%” non-metallic insulationt 
Wall-Heat C .068*=4%” non-metallic insulationt 


Cost installed between wood joists, 
material and labor, about 8¢ sq. ft. 
Type 6 also available 
“Determined by method of National Bureau of Standards 
in H.H.F.A. Research Paper 32. 


tCaiculated on basis of limiting thermal values cited 
in Fed. Specs. LLL-f-321b; HH-1-585; HH-1-S21c; HH-1-551a. 


PD Se Se 8 OO OOS OOO Oe ee ee ese 
Infra insulation inc., 525 Bway., N. Y., N. Y. Dept. U-7 


Send “Moisture Condensation in Building Walls." 
[] Dealers’ Prices () Samples 
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... Styled to STAND OUT 
In any home! 










You offer your customers more than 100 beautiful and distin- 
guished lock design possibilities to choose from in Sargent’s new 


SentryLock. 






For their front door SentryLock, they can select one of the 20 





handsome new escutcheons...one of the 9 graceful knobs. Choose 






from 6 handsome finishes. 











Beautiful new vinyl inserts are also available. In Mocha and 
Brass. Straw and Dull Bronze. Flamingo and Aluminum. Black 
and Dull Bronze. Black and Bright or Dull Chrome. With separate 
purchase for field installations. 









And so it can go... exactly the lock builders want for every 
door in the house. Because all SentryLock units . . . knobs, finishes, 
functions, escutcheons, roses... are interchangeable. 






SentryLocks are equipped with the dependable Sargent safety 





features... providing extra protection, extra convenience. And no 
lock can be installed faster than SentryLock! 







Ask your Sargent Supplier to show you the new SentryLock. 





Or, for complete information, write direct to Sargent & Company, 
New Haven 9, Conn., Dept. 3-G. 









SARGENT LOCKS 


... sign of a well built house’ 
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RETAILING 


NRLDA Exposition 


Stuart S. Caves, 
Caves Lumber 
Inc., Honeoye 
Falls, N. Y., will 
be the chairman 
of the materials 
handling commit- 
tee planning this 
phase of the pro- 
gram for National 
Retail Lumber 
Dealers Associa- 
tion exposition at 
Philadelphia, November 4-7. 

Serving with Caves are Joseph W. 
Brosius, Brosius & Smedley, Wilming- 
ton, Del., Frank M. Hankins, H. H. 
Hankins & Bros., Bridgeport, N. J., 
Elias Nuttle, Nuttle Lumber and Coal 
Co.,. Denton, Md., and C. Albert 
Stephan, Peter Lumber Co., Phila- 
delphia. 

Caves said that the program at 
Philadelphéa will be geared more for 
the handling requirements of the 
small dealer. In addition the commit- 
tee is planning broader demonstra- 
tions of materials handling methods 
and equipment so that they are sure 
to be of interest to all dealers regard- 
less of size. 


Caves 


Cuts Tile Prices 


Armstrong Cork Co. has cut prices 
6 to 11% on its asphalt and vinyl as- 
bestos floor tiles. The announcement 
also disclosed that the company’s new 
production line for asphalt and Ex- 
celon tile at the Kankakee, IIl., plant 
will go into operation within the next 
two weeks. 

Other major companies reducing tile 
prices are Kentile, Congoleum-Nairn, 
Tiletex Division of Flintkote and 
Mastic Tile Corp. 


Lawler at Kitchen School 


Two editors from Vance publications 
will be instructors at the first training 
school for kitchen specialists at Pur- 
due University, July 21 through Au- 
gust 2. Gordon J. Lawler, editor, 
American Lumberman, will speak on 
customer service and the display of 
model kitchens in the showroom. Jack 
Koellisch, editor and manager, Wood 
and Wood Products, another Vance 
publication, will discuss the advan- 
tages of wood for kitchen cabinets. 

Sponsored by the new National In- 
stitute of Wood Kitchen Cabinets, the 
five-day school is packed with valuable 
material for the kitchen specialists. 
Subject matter includes information on 
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working with wood, blueprint reading, 
color in kitchens, kitchen planning, 
appliances, laminates, lighting, hard- 
ware, selling techniques, the use of 
credit and business law. Many sessions 
will be of the workshop type to en- 
courage active student participation. 


LUMBER 
DFPA Annual Meeting 


New products and new construction 
techniques dominated the 21st annual 
meeting of the Douglas Fir Plywood 
Association late in June at Gearhart, 
Ore. Discussed were: 

@ several new construction methods 
such as arched honeycomb structural 
sandwich-type panel and a lightweight 
dome-like plywood roof shell for 
school construction. 

e@ three new fir plywood products— 
PlyScord sheathing with exterior 
(waterproof) glueline; Marine Exte- 
rior, a premium boat panel and thick 
combination subflooring underlayment 
(2.4.1). 

e intensified promotion to help ply- 
wood capture more industrial sales, 
such as pallets. 


W. E. Difford, DFPA managing di- 
rector, predicted that industry promo- 
tion over the next few years would 
raise the use of fir plywood in new 
home construction to 3,000 square feet 
per house from the present figure of 
1,300 square feet. 

In the annual election of officers, 
A. W. Agnew, vice president, The 
Pacific Coast Lumber Co., Sonoma, 
Calif., was elected DFPA president. 
In a speech he asked for more funds 
for sales promotion. Agnew pointed 
out that the plywood industry was 
only spending 1/10 of 1% of total 
gross sales for advertising and sales 
promotion. He contrasted this to alu- 
minum companies which spend up to 
8/10 of 1%, steel companies which 
spend % of 1%, and competitive panel 
material companies which spend over 
1%. 

Other were: C. 


officers elected 





NEW ROOF shown at the DFPA meeting 


utilizes the reserve diaphragm strength of 


fir plywood. Increased span is possible 
without corresponding increases in size 
and frequency of framing members. 


Henry Bacon, Jr., vice president; 
William C. Ulett, secretary and Ar- 
nold Koutonen, treasurer. New trus- 
tees include Fred L. Johnson, E. D. 
Egge, Kenneth Ford and Enar Erick- 
son. 


Lumber Markets 


Tacoma—Following immediately on 
price cuts announced by Portland 
mills, corresponding reductions were 
made by local plywood producers. The 
cut dropped the quarter-inch, good one 
side index grade to $70 from $72 per 
thousand feet. Industry spokesmen 
said a highly competitive market 
caused the drop and said that sales 
have not been keeping pace with pro- 
duction. Indications point toward fur- 
ther reductions. 

A soft lumber market has retarded 
the normal seasonal recovery in log- 
ging and lumbering, unemployment 
compensation payments being $93,600 
more in May than during the cor- 
responding month in 1956, according 
to Peter R. Giovine, state commission- 
er of employment security. 


San Francisco—The northern Cali- 
fornia lumber market remains dull, 
slowed even further by Fourth of July 
shut-downs and failure of the boom to 
return to home building. In the woods, 
mills and even in the retail field, those 
who possess the proper equipment are 
getting in more fishing than sales of 
lumber. 

Utility and better green fir studs 
continue to bring $54 to $55 and stand- 
ard and better about the same. Green 
dimension standard and better is vary- 
ing from $62-$63 for 2x4 to 2x8 to 
around $66 for 2x10. 


Kansas City—One word—“quiet”— 
could adequately describe the lumber 
market in the southwest during most 
of June. Weather conditions worked 
against any possibility of building up 
inventory and also cut into building. 
Rains were heavy and widespread. In 
Kansas City, construction was com- 
pletely shut off by a strike and in the 
southern parts of the district building 
in the metropolitan cities suffered on 
account of the rains. 

Mills reported they were unable to 
get into the bottomlands for the better 
quality of logs and that production 
was of a lower quality. Some mills 
worked only part-time. The inventory 
in the retail yards is low and also 
fairly broken in the mills’ hands. 
There is not much dry lumber around. 

The movement of lumber to the 
farm areas has slowed to a walk be- 
cause farmers are in the midst of 
harvesting, which had been delayed by 
the rains. 

Prices are firm, although a little 
shaving here and there of lists was 
noted by mills with a few surplus 
items, but this was the exception 
rather than the rule. 
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Millions of Americans are sold on the 
idea of improving their homes. And LIFE 
advertising sells them on the tools, the 
equipment and the materials for the job. 


This advertising is powerfully effective 
in your neighborhood, pre-selling your own 
potential customers. Within 13 weeks, 
LIFE reaches 3 out of 5 households in an 
average community—like yours. 

People respond so enthusiastically to 
LIFE’s picture-stories and advertisements 
that they are more eager to buy what they 


Handy around-the-house types prefer products 
“ADVERTISED-IN- (U]44 


have previously seen in LIFE. So, feature 
the brands that are advertised in LIFE 
and help your customers spot them in 
your store by using the ‘‘Advertised-in- 
LIFE” merchandising symbol regularly. 


This way, you'll get even better sales 
for these best-selling brands. 


Write LIFE, Building Products Mer- 
chandising, 9 Rockefeller Plaza, N. Y. 20, 
N. Y., to learn how you can tie in with the 
selling power of ‘‘Advertised-in-LIFE”’ at 
the point of sale in your store. 


Audience source: A Study of the Household Accumulative Audience of LIFE 


LIFE is read by 12,000,000 households every week 


people respond to LIFER 
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wore» CAPUTO sesncoes. 


Now you can really compete in 





Capitol world’s largest manufacturer of 
Aluminum Storm Doors. . . now presents Dealers 
and Distributors with the biggest new profit oppor- 
tunity in the business—selling a new line of quality- 
engineered Storm Windows ! 


Three-Track-Tilt ... Double Track . . . Casement 
Windows—you’ll have them all, available for fast 
delivery on quick, high-profit, trouble-free instal- 
lations under Capitol’s streamlined, localized 
Fabricator-Distributor set up. 


This is no bob-tail line . . . no get-in-and-out-fast 
proposition. The precision engineering, rigid 
quality controls and sturdy, lifetime construction 
that has sold over a million Capitol Storm Doors 
is part and parcel of Capitol Storm Windows. 






































Here’s a beautiful, easy-to-sell line that’s right 
for your market. And Capitol backs the line with 
a market-tested program of merchandising and sales 
promotion that makes customer lists grow and 
grow—year after year ! 


Get the facts on Capitol’s big new Storm Window 
Opportunity. You'll agree it will put you in a better 
competitive position in a highly profitable business! 


Pip 
” 3% 
7 
ys n 

Onye 


DEALERS— write to us for the name of your local distributor-fabricator. He will supply you with trouble-free windows. ..immediate delivery at “Direct from Capitol” prices 





the storm window business! 


Dept. AL-4 
Capitol Products Corporation 
Mechanicsburg, Pa. 


It sounds like you've got something for me. 

I'm interested in a Dealership; Fabricator-Distributor 
Franchise. 

Please rush the details. 


Neme 


Company. 


Address 2 a 
City Zone State... 






































TM REGISTERED 


Now BETTER THAN EVER with 


SUPER 
SATIN 
SURFACE 


... the new microseal surface-treating process 
that gives REZO doors a finish so satin smooth 
you'll hardly believe your fingertips as you 


feel it! 


Paine REZO Super Satin Surface Doors are now available 
factory-treated with this new Super Microseal process. This 
amazing new process uses special equipment to apply a 
precision-controlled, penetrating solution of additives which 
is followed by the application of heat and pressure. By “fus- 
ing” the wood lignin and additives, the result is a Super 
Microsealed door surface that resists soiling . . . prevents grain 
and fiber raising . . . has a uniform surface texture that is 
hand rubbed in appearance . . . enhances the natural beauty 
of the wood, and should a higher gloss be required, it takes 
paste wax, penetrating stain, varnish, lacquer, or paint with 
better results than you’ve ever known before. It’s a fact- 
words cannot describe the difference this new process makes. 
You have to feel it yourself to believe it! Write for full details 
of the Paine REZO “Triple S” Doors today. 





= 
ae 
ee 


* Trademarks ‘Super Satin Surface’’ and “Triple S" or ‘‘SSS'’ — Use licensed 
on products having a Super-sealed or Super Microsealed surface that satisfies 
the quality standards of the trademark owner. 





‘ , e 
LA. Gu Below are two of many reasons why Paine 
Umvu J ai ( WoO Wu REZO Doors, with air-vented, all-wood grid 
core, are America’s finest doors for residential 


Loge deed with all weed ghid core ® seen eneeb tbe 


and they are made only by 


Air vents in Rezo Doors Rezo’s all wood grid 


LUMBER COMPANY, LTD. help equalize moisture core assures rigidity, 


ESTABLISHED 1853 © OSHKOSH, WIS content inside. strength, light weight. 
’ . 
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best looking, best locking, 
quickest to install 


IN LOW-COST RESIDENTIAL FIELD 


LOCKWOOD 


‘R’ SERIES 


New Lockwood ‘R’ Series 
in Starfire Design — 5 pin 
tumbler cylinder, all steel 
mechanism, all functions. 


Home builders are looking for extra 
sales appeal for their houses this year 
as never before. And they have learned 
this sales appeal begins right at the 
front door. That’s why more and more 
of your builder customers are looking 
No. 572 decorative trim for smart looking, smooth performing, 
plate with Thunderbird ‘ ° 
Design — 'R' Series. easy-to-install Lockwood ‘R’ Series 
locksets. Are you well stocked? 


LOCKWOOD HARDWARE MANUFACTURING CO. 
Fitchburg, Mass. 
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What would a fire cost you? 


Losses don’t stop as soon as the fire is out... 
usually they are just beginning! 


When you suffer a serious fire, insurance usually com- 
pensates for the tangible losses. It’s the intangible 
losses that really hurt ... customers, good will, key 
employees, additional capital needed to put you back 
in business, your peace of mind, and a host of other 
items which, in most cases, cannot be covered by 
insurance. 


Fires seldom start big; they grow from small ones.. 
all they need is time. When you shift the burden of 
detection from human shoulders to ADT Automatic 
Protection Services, you go a long way toward de- 
priving fire of its chance to grow, and of its power 
to destroy your property and ruin your business. 


ADT Aero Automatic Fire Detection and Alarm Ser- 
vice, or ADT Sprinkler Supervisory and Waterflow 
Alarm Service, will detect the incipient blaze and 
summon the fire department direct to your premises 
in those vital first few minutes. 


Intruders, the cause of many lumberyard fires, auto- 
matically reveal their presence when your property 
is protected by ADT Intrusion Detection or ADT 
Burglar Alarm Services. 


May we show you what ADT can do for you? 


Whether your premises are old or new, sprinklered 
or unsprinklered, an ADT specialist will show you 
how ADT Automatic Protection Services can safe- 
guard your property more effectively than other 
methods...and at lower cost. Call our local sales 
office; or write to our Executive Office. 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH COMPANY 
Executive Office, 155 Sixth Avenue, New York 13,N. Y. 


LUMBER CoO. 
eel 
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Heresa —— “Ib Lift truck 
; ror the job! 


ALLIS-CHALMERS 


eee 
de so ee 
> 


MODEL FT-100 


eeeeen1eec#8tefe#*ee?eeeg?srf?er?ss?* 


with EXTRA POWER 
PERFORMANCE 
RUGGEDNESS 


Heavy-duty industrial engine is built by Allis-Chal- 
mers specifically for lift anal service. This large (230- 


cu in. displacement) engine provides high torque at 
normal engine speeds, gives the truck power enough to 
carry a full load up a 25-percent grade. User records 
show Allis-Chalmers industrial engines not only out- 
perform others, but operate many hours longer before 
overhaul. Available in diesel, gasoline or LP gas. 


25% 


GRADE CLIMBING —— 
ABILITY awis L 10% OF GRADE 
Se eos + 5% 


— —=soes ~~ 





LMERS a 
_Tauck A A = 








Workingest truck in its class, The FT-100 has the 
extra weilg t, traction an operator controls for superior 
performance. Its added weight is well placed to provide 
stability for heavy loads and high lifts. Excellent trac- 
tion means extra usefulness, ability to work under 
adverse conditions. Controls are simple and positioned 
much like those in a car for easy handling. This new 
truck has standard ITA “shaft-type” fork mounting 


Outside toning eadlies: ‘100 in. 


Over-all height: 83 in.; 
stacking height: 110 in. with standard mast 


Width: 52 in.; length (less forks): 107% in. 


which permits using a wide range of attachments. 

Power steering and power shift transmission are avail- 

able as extra equipment. 
Rus — Welded construction 
assures “complete alignment of parts for reduced main- 
tenance and longer truck life. New roller-mounted “extra 
lift” mast provides up to 19 percent higher lift without 
increasing the over-all lowered height. 

The FT-100 has quality construction and functional 
design that includes unusual accessibility for service and 
maintenance. Let your Allis-Chalmers material handling 
dealer tell you more about this 10,000-Ib lift truck that’s 
right for the job. Send for Bulletin BU-334A. 


ALLIS-CHALMERS, MATERIAL HANDLING DEPT., BUDA DIVISION, MILWAUKEE 1, WISCONSIN 


ALLIS-CHALMERS 


BH-53 
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HEMMED EDGE 


QUARTER ROUND 
metal 
casing 





Double thick metal 
for applying finish 
coat smoothly. 


If you can sell corner bead 
you can easily sell metal 
casing too—especially if 
it has a HEMMED EDGE Stiffer from end 


to end. 








Metal casings have established themselves firmly beside 
corner bead and cornerite as an in-stock dealer product. 
In the next few years dealers’ sales volume of metal casings 
will pass corner bead, we believe. Straight... 


During the popularity growth of metal casing as a cost- | with no twists. 
saving building product, Bostwick’s line became a leader 
and most desired by those who used it for door and window 
openings. This is true mainly because Bostwick quarter | 
round design has an outstanding construction and design Easy to erect. 


feature—the hemmed edge. 














The edge of the exposed metal is turned under 1/4” to 


form a smooth, bead-like hem. No plastering to a thin Available in short 
edge! The hemmed edge, being double thick and straight 
flange and expanded. 


from end to end, enables contractors to apply the finished 
coat so smoothly you would think it were applied with a 
brush. And remember—your contractors can save up to 
50% on the finished job. Want a sample, literature and Bostwick always sells 
100% through dealers 





prices?—Write today. 


® 


THE BOSTWICK STEEL LATH COMPANY 
107 HEATON AVE. -+ NILES, OHIO 
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NEW MATERIAL: site... 
NEW OPPORTUNITY: sie oss 


Surco offers builders the easy inexpensive way to 
Put a permanent finish on cracked or spalled 
concrete. 


With Surco, terrazzo can be laid only % inch thick 
over unfinished concrete slabs. 


Apply Surco only %& inch thick to walls or ceiling 
to eliminate seepage or ground water. 


Surco allows tile to adhere tightly to concrete, 
masonry or metal , , . won't crack. 

PLUS STUCCO, ROOF COATING, PLASTER 
AND INDUSTRIAL AND COMMERCIAL 
FLOORING. 


BUILDING PRODUCTS MERCHANDISER 


You'll be interested in SuRcO, the new latex additive for 
cement, plaster and other materials . . . because it offers you 
a new way to more profit. 

SURCO is no miracle... but it is a remarkable product 
which was developed several years ago in the Experimental 
Research Laboratories of Georgia Tech, in Atlanta. It was 
the very first successful latex additive to be put on the 
market, and sales are still going up. 

SuRCO, like other latex additives, provides very special and 
valuable properties to cement, plaster and other cementitious 
materials. For instance, cement mixed with SurRco will 
adhere to old concrete, masonry, wood, metal, even glass, in 
coatings not more than 4 inch thick. It may be troweled or 
brushed on, according to the application. When used for 
flooring, it’s tough and long lasting, yet is as resilient and 
comfortable to walk on as hardwood. When used with plaster 
it can be applied in very thin coatings over concrete block or 
masonry, and it won't crack even when hit with a hammer 
under normal circumstances. 

SuRCO is sold in two forms, Red label for normal applica- 
tions; Yellow label when waterproofing is desired. 

SuRCcoO Sales Representatives have been appointed for every 
section of the country. Their efforts are being supported by 
national advertising to architects, engineers, contractors and 
building owners. They are authorized to select jobbers in 
their respective areas. 

There is a real need for SURCO in every aspect of building, 
industrial, commercial and residential . . . a need YOU CAN 
CASH-IN ON! 


JOBBERS FOR SURCO LATEX ADDITIVE ARE 
NEEDED IN EVERY SECTION OF THE NATION. IF 
YOU ARE INTERESTED IN THE PROFIT OPPORTU- 
NITY OFFERED BY THIS REMARKABLE PRODUCT, 
WRITE TO THE ADDRESS BELOW FOR LITERATURE 
AND THE NAME OF YOUR LOCAL SALES REPRESEN- 
TATIVE. HE WILL CALL ON YOU IN THE NEAR 
FUTURE. WRITE TODAY: 


INTERNATIONAL 


CORPORATION 
1330 West Peachtree St., N.W. 
Atlanta 9, Georgia 
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WHY 


Amerock 


sells through 


WHOLE 


21 years ago Amerock 
had to decide whether 
to serve dealers through 
wholesalers or sell direct 


After checking every possible 
plan, we found the wholesaler 
represented the most 

economical channel—the best way 
for the dealer and the best 

way for us. In cabinet hardware 
marketing today, 

this is more true than ever before. 


CMAP 


— te © 


Speypse™ Ape" 


* <i. 
TURNING TIME INTO DOLLARS — wholesaler 
service cuts down buying expense; increases your 
selling time that makes profits! One wholesaler sales- 
man can represent hundreds of manufacturers, and 
free your time for more profitable work. 


ALERS| 


JET TRUCKS FROM AMEROCK'S NEW PLANT 
probably would not be fast enough for those fill-in or 
emergency orders—even if you or we could afford 
it! You can give better customer service with prompt 
deliveries from your Amerock wholesaler. 
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WHOLESALER'S STOCK SPACE WORKS FOR 








WHOLESALER'S MONEY WORKS FOR YOU— 


by carrying your reserve stock of Amerock hardware. vOU—today your customers demand greater variety 
Your wholesaler helps you reduce your inventory. and expect style changes in all merchandise. Your 
You get quicker turnover and quick profits on a small wholesaler makes it easy for you to offer customers 
investment! the very latest without warehousing large shipments. 





IDENTIFY YOUR STORE WITH AMEROCK wholesaler will help you select the fastest mov- 
—new Amerock displays and demonstrators will ing items for your locality. And Amerock na- 
up your “‘sales-power”’... modern packaging tional advertising will help build your customer 


will increase impulse sales. Your Amerock traffic. Sell QUALITY ...sell AMEROCK! 





GENUINE See Your Amerock Wholesaler 


“ThetAMEROcCK CORPORATION 


ars ROCKFORD, ILLINOIS (in Canada, Amerock Limited, Meaford, Ontario) 
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SELL THE MOST REVOLUTIONARY 
KITCHEN EVER CREATED! 


THE ONLY VOLUME-PRODUCED 
UNITS COMPLETELY SURFACED 
INSIDE AND OUT WITH 


NEVAMAR 


HIGH-PRESSURE LAMINATES 








EVAMAR 


Fabulous Surfaces... 
€xciting Seatures ee 


Striking Design... 
No woman can resist the breath-taking beauty of a 
NEVAMAR KITCHEN. Its clean functional design, skilled 


construction, work-saving features and above alll, its 
enduring NEVAMAR surfaces—make it a lifetime 
investment. These cabinets never need painting or Opportunity 


refinishing. They won't chip, crack or peel. No dirt can 

penetrate their super-smooth, non-porous surfaces. They for 
are built with such features as adjustable shelves with 

finger-tip accessibility . .. drawers suspended on silent bi PRE Dealers: 


nylon bearings . . . recessed bottoms on wall cabinets | NEVAMAR 


that eliminate pulls or knobs. Build kitchen business to a \ a high pressore famine surtace 
’ > designed for long ite 


new high with the glamour line that has all America and lasting beauty 


> resistant to cigarette burns 4 2 / 
» withstands boing water chises. Write for full infor- 
» won't craze, crack or 
peel m normal ese mation and learn how 
» not affected by alcohol 


NEV AM AR Cc KITCHENS fecermne elm NEVAMAR KITCHENS can 
Kao iS ae > easy to clean P 
arehiee rere waned aN open an entirely new mar- 


le; 
Div. of National Store Fixture Co., Inc. SS aan i “" ey ket for you. 
NEVAMAR f t 
ODENTON, MARYLAND Wisma specifcotion. — 


There are some ferritories 


still open for dealer fran- 


talking! 
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New FRY 3-D has natural slate dark colored 
top strip, with tabs in your choice of 13 gorgeous 
colors. When brightly colored tabs overlay dark 
slate strip, the black showing through the tab 
cutouts makes the shingles look 3 times thicker. 


ptere 4 -¥:\ 4 Roof has wonderful massive appearance! 


“VALUE BONDE 


> The most exciting development in asphalt shingle roofing 


since the advent of color! Amazing three-dimensional effect . . . strikingly beautiful . . . 
that shouts “‘A Fry Roof!” from as far as you can see it. Prospects look 
.. admire... then want it. Yes, the new Fry ‘‘Shado-Bilt” is its own salesman. 
About all you have to do is tell the home-owner about Fry’s FULL-VALUE 


20-Year Bond . . . and the deal is clinched! 


ejv> LLOYD A. FRY ROOFING COMPANY 


% 
‘ World's largest manufacturer of asphalt roofing and allied products— 


19 roofing plants strategically located coast to coast 


GENERAL OFFICES: 5818 Archer Road, Summit (Argo P.O.), Illinois 
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‘Easy stocking...fast 
builders. We make real 














turnover...satisfied 
money with Insulite’ 


structural boards have extra strength, extra 
ease of sawing .. . and, as builder Thornton 
reports, Insulite saves 30% in labor as against 
wood sheathing. 


... ays Tom Hickey, manager 
of Rivett Lumber Company 
in Omaha, Nebraska 


Here’s one more lumber dealer who knows 
—in dollars and cents—what a great cost cut- 
ter and business builder Insulite Sheathing 
can be. For full information write us, Insulite, 
Minneapolis 2, Minnesota. 


“Our experience with L. A. Thornton is typi- 
cal,’ continues Mr. Hickey. ‘‘With Insulite 
we haven’t missed getting one of his orders in 
7 years.”’ Builders find out quick that Insulite 


INSULITE- 


sells easy...sells fast...stays sold 


Insulite, made of hardy Northern wood—Insulite Division of Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota 
INSULITE, GRAYLITE AND BILDRITE ARE REGISTERED T.M.'S U.S. PAT. OFF 


CONSTRUCTION CO. 
General Contractor 


OMAHA NEB! 


Easy stocking. “Our overhead costs in stocking Insulite 


Fast turnover. Straight from the cab of a builder’s truck, 
or through more conventional channels, builder orders keep 
Insulite Sheathing moving through the yard. An example 
of how quick service helps quick turnover spell success at 
Rivett Lumber Company. 


are really low,” states Mr. Hickey. It’s clean . . . compact 

. easy to unload, stack and ship . . . can be stored out- 
doors in any weather . . . assures fast turnover ... has no 
waste . . . produces top profits. 


Satisfied customer. Builder L. A. Thornton (right) talks with Tom Hickey in the Rivett office. Bildrite and Graylite 


Sheathing builds loyalty that brings customers back job after job... 


bring builders in for the complete bill of materials, 


year after year, It’s this potent demand that helps 








EDITORIAL 





A Revealing Analysis of Sales 


We are indebted to Wendell Leslie, retail sales 
manager, Pinellas Lumber Company, Clearwater, 
Florida for an interesting approach to sales analysis 
that will produce results in any company. 

The idea is to determine what percentage of cus- 
tomers produce what percentage of total sales in vari- 


ous sales volume brackets. Many dealers will find that 
today as many as 80% of the accounts produce as 
little as 10% of the business and as few as 5% of the 
accounts provide as much as 50% of the volume. 

To secure these figures for yourself, provide a chart 
which gives the following information: 





Volume Number of 
Range Accounts 


Dollar | % of | % of 
Volume 


Accounts Volume 








10¢ to $6.00 








$ 6 to $10 





$10 to $25 
$25 to $50 

















$50 to $100 
$100 to $200 














$200 to $300 
$300 to $400 














$400 to $500 
$500 to $750 














$750 to $1000.... 
$1000 to $1500... 














$1500 to $2000... 





$2000 to $3000... 





$3000 to $4000... 





$4000 to $5000... 





$5000 to $6000... 








$6000 to $7000... 
$7000 to $8000... | 





$8000 to $9000. 





$9000 to $10,000. 





$10,000 and over.. 


Fill in each line across. 


added to the mailing list. 





The total of the first column should be the total number of accounts; the total of the second 
column, the total dollar volume; and the other two percentage columns should total 100%. 


To get these figures accurately the name of each cash sale customer must be determined, but 
why not? These are the best customers the dealer has and their names should be recorded and 


However, if the dealer does not desire to go through this process, the figures could be secured 


with reasonable accuracy by eliminating cash sales. 








Any dealer who sets up this analysis is pretty sure 
to be surprised and startled by the results. Many will 
find that they have too many eggs in one basket, too 
few in another. Some will find that the small volume 
sales are not priced sufficiently high to cover cost of 
delivery and a profit as well. Others will find that the 
loss or shutdown of a few contractors’ volume would 
be a disaster. 

For lumber dealers who wish to know where they 
stand in this important area, this research is highly 


recommended, 


28 


One of the by-products of this research is to shape 
advertising, sales promotion and personal selling ef- 
forts to produce more volume from the indicated 
brackets. This can be done by promoting end-use 
package sales in the desired price brackets. 
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BRAND \ that brand you 


as a quality dealer 


\ 
\ NAMES]! 
N 


Your customers know you by the brands 
you carry. These four respected brand 
names, along with others bearing U.S.G. 
registered trade-marks, are recognized as 
standards of quality throughout the build- 
ing industry. 

Your customers know these products 
have been carefully researched and proved 
on the job. They are engineered to exact- 


ing requirements and backed by the integ- 
rity of “‘the greatest name in building.” 
Only United States Gypsum manufac- 
tures and advertises these famous brands 
that brand you as a quality dealer: RocK- 
LATH plaster base, SHEETROCK gypsum 
wallboard, PERF-A-TAPE joint system, 
DURON hardboard—plus many other USG 


branded products. *T.M. Reg. U. S. Pat. Of. 


UNITED STATES GYPSUM 


BUILDING PRODUCTS MERCHANDISER 


Circle No. 12 on Coupon, page 100 





The Big Market for TOOLS 


Here are dozens of tips on power and 


hand tool merchandising that will help you 


sell more building materials as well as tools. 


Customers for power and hand 
tools are increasing. The do-it- 
yourself movement, higher wage 
scales for professional building 
mechanics and the desire to do 
something creative is stepping 
up the demand for tools of all 


types in the home. 

The retail lumber dealer is the 
‘obvious place to buy tools be- 
cause he has the building prod- 
ucts needed to complete the job. 
This is the way Jack R. Rinehart, 
general manager of Cavalier 


RR reser 
gol] @ OT 
a “ey " 


Photos courtesy DeWalt Inc. 


WOOD WORKING SCHOOL has graduated over 100 students. Several classes 
were held weekly. Registration is restricted to 20 students in each class. N. B. 
McCulloch, district sales manager for DeWalt, is the school instructor. Store 
employe, standing left, is the regular instructor. 


Well-Rounded Promotion Effort... 


Sells $100,000 in Power Tools 


W oodworking School “<_< a 


special home calls . 


. . linked 


with newspaper, radio and television to create sustaining 


customer interest in power tool department. 


Lumber and Building Supply, 
Inc., Norfolk, Va., describes the 
dealer’s opportunity : 

“Almost every customer com- 
ing into our establishment is in- 
terested in purchasing lumber 
and lumber requires cutting and 
fabricating. The sale of tools re-- 
quired to accomplish that job is 
an integral part of our business. 
In our opinion, selling tools in 
association with building mate- 
rials is nothing more or less than 
a follow-through selling job. 

“The exception rather than the 
rule is the customer who first 


| 


SECTION I. Packaged Promotion 


Just what concentrated, intensive 
promotion of power tools can mean 
in terms of sales is well illustrated 
at the Cavalier Lumber & Building 
Supplies, Inc., Norfolk, Va. 

This Tidewater firm, organized 
just 20 months ago, is a closely-knit 
family organization. It started by 
carefully selecting the lines they 
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becomes interested in the tool. In 
this case the material then be- 
comes the follow-through sale. In 
each case, however, we feel that 
one is an integral part of the 
other. We do not feel that the 
customer has been fully sold un- 
_less we can make such an inte- 
~ To help both new and experi- 
enced dealers in tool merchan- 
dising, American Lumberman 
_ has prepared this special section 
of helpful pointers, which have 
proved successful in the field. 
Here are some of the highlights: 


Store display. Keep power and 
hand tools in adjacent area—one 
helps sell the other; also rental 
_ tools. See that tools are price- 
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ISLANDS OF PORTABLE TOOLS and 
accessories are displayed near the handy- 
man lumber section. 





planned to carry, basing their in- 
ventory on lines that had been mar- 
ket tested. Some items failed to 
measure up and were dropped for 
more popular ones. 

Tools—both power and hand— 
soon proved to be one of the most 
profitable departments. Cavalier has 
used all the tested methods of pro- 
moting power tools and these have 
paid off to the tune of over $100,000 
in the past 12 months. 

“There has been a_ noticeable 
trend away from the lower quality 
portable electric tools in favor of 
name-brand lines at a somewhat 
higher initial cost,” says Jack Rine- 
hart, vice-president and_ general 
manager of the firm. 

Cavalier’s fastest moving tools 
are portable hand saws and 1% hp. 
routers; saber saws, four-inch belt 


BUILDING PRODUCTS MERCHANDISER 


tagged on a cash and budget plan 
basis. Keep wall display rack 
filled in; gaps create a bad im- 
pression. Clean, dust-free dis- 
plays are important. Display sta- 
tionary power tools on a 4” 
raised platform for added atten- 
tion, easier house cleaning. 


Packaged kits. Hand tools 
should be packaged, advertised 
and sold as a package throughout 
the year. It’s an idea] Christmas 
or Father’s Day present. 


Demonstrations. Most all- 
purpose power tool manufactur- 
ers are glad to help dealers stage 
classes for woodworking hobby- 
ists. Expert instructors stimu- 
late interest. Store salesmen 
should also be trained for demon- 


~ ao 





strations. 

Advertising. Newspaper dis- 
play space, direct mail, outdoor 
and indoor signs, radio and per- 
haps TV should be integrated 
into a year-round advertising 
plan. Manufacturers have good 
ad mats and copy suggestions in 
dealer kit form. Tool “specials” 
should be featured regularly. 


Budget payments. Promote a 
monthly payment plan in every 
ad. 


Qualified personnel. Well- 
trained employes are essential to 
sell tools. One man should be in 
charge of the tool department. 
He should be trained for the job 
and held responsible for its oper- 
ation. 





CAVALIER ‘== 


LUMBER | be 
eLatkiim. 4 


TERMS TRADE INS INSTRUCTIONS 


AT-HOME SERVICE enables Cavalier to show tool owner or prospect exactly what the 


tool will do in his own workshop. Station wagon is used for quick service. Note large 


sign pushing power tool sales. 


sanders and the Powershop, an all- 
purpose woodworking tool. 


Plenty of signs. Starting outside 
the building, large, attractive signs 
have been used to play up not only 
Cavalier’s tools, but “terms, trade- 
ins and instruction”; also member- 
ship in The Cavalier Woodworking 
School, which became so popular 
that it was necessary to organize 
several classes since each group is 
restricted to 20 students. 

The purpose of the school is two- 
fold: 1. To show students the safe 
and correct use of power tools for all 
types of projects. 2. To interest 
hobbyists in purchasing tools for a 
home workshop. 

More than 100 students have com- 
pleted Cavalier’s course in power 
tools, help in cooperation with the 


manufacturers’ representative. An 
added inducement to servicemen in 
this military area is Cavalier’s 
promise to ship prepaid in the U. S. 
any power tool purchased from 
them. 


Cavalier's dope sheet. Another 
promotional idea used to push power 
tools is the four-page monthly 
“Dope Sheet,” which is published 
and distributed by the Norfolk firm 
to 8,000 homes in the area. Recently, 
one full page promoted an all-pur- 
pose power tool on budget terms. It 
plugged the firm’s woodworking 
school, also power-tool trade-ins. 

Since Cavalier is a young firm, its 
approach to power tool merchandis- 
ing has been quite different from 
older firms. Up until recently, Cava- 

(continued on next page) 
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Framing with 


Triod. Grip Be: 


is Economical Easy 
Accurate . . 





USE FOR JOIST 
HANGERS 






Eliminate Notching — Ledger Strips 
— Strap Hangers—Shimming — Floor 
and Ceiling Joists are Leveled. 


one size fits joists from 
Tut er 232" 


USE FOR 
ROOF 
FRAMING 


Securely anchors rafters to plate — 
ties roof down against uplifting 
winds—automatically spaces trusses 
— eliminates toe-nailing. 


SEND TODAY For Free Booklets 
Descriptive and technical data on the 
uses of Trip-l-Grips as joist hangers 
and for roof framing. 





TIMBER ENGINEERING CO. AL-575 
1319 18th Street, N.W. 


Washington 6, D. C. i 


Please send me FREE copy of booklets 
“Trip-L-Grip Framing Anchors as Joist 
Hangers" and ‘'For Stronger Joints in 
Roof Framing." 
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WELL-EQUIPPED SHOP, plus know-how learned at Cavalier's Woodworking School, 


resulted in fine kitchen cabinets seen above. 





SELLS $100,000 IN TOOLS 
(begins on page 30) 





lier’s power tool sales were mainly 
to amateurs, but as their reputation 
in tools spread, an increasing num- 
ber of sales are going to contractors. 

Cavalier also does a good job in 
tool rentals. Their volume in this 
department is now approximately 
$5,000. Rinehart points out that 
“probably the most important fac- 
tor in tool rental, relative to tool 
sales, is the fact that it is actually 
a method of demonstration and fa- 
miliarization. In short, tool rental 
is a part of tool sales.” 

Customer loyalty is being built on 
the basis of personal service as well 
as broad popular lines. A last-min- 
ute customer for a week-end project 
does not get the cold shoulder at 
closing time with “Blackie” LaForm 
in the yard. Blackie’s typical reply 
to a request is, “You need it now, 
you'll get it now—or just as soon 
as we can load it on the truck and 
drive to your home—what’s the ad- 
dress ?” 

The Norfolk firm’s well-rounded 
promotional campaign also includes 
newspaper display advertising, 
radio and television spots. 


Hee 


Z 
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Cavalier’s financing plans cover 
every type of customer and project: 
1. Open account. 2. Budget account 
with 1% interest charge for balance 
on the books on the 15th of each 
month. 3. Home improvement loans 
through private financing. 4. FHA 
loans at 5%, up to three years to 
pay. Store hours are 8 to 8, Monday 
through Friday, Saturday until 6. 

Besides Jack Rinehart, other offi- 
cers are: John J. Rinehart, presi- 
dent and treasurer; H. A. (Pete) 
Williamson, second vice-president ; 
Lee Cantor, secretary and counsel. 





Takes Trade-ins 


Taking trade-ins of used equipment 
is the only way in our opinion to 
develop a full tool volume. A no trade- 
in policy of larger equipment is about 
as sound in the tool business as it 
would be in the automobile business. 


Trade-in equipment can be as profit- 
able as new equipment, if handled in 
much the same way as the automobile 
dealers are handling used cars. Items 
such as age, condition, model, make, 
reconditioning cost and, of course, 
popularity of the given tool are prime 
factors in a successful, profitable trade- 
in transaction. — Jack R. Rinehart, 
gen. manager, Cavalier Lumber. 
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WHEELING GALVANIZED WARE 


CHANNELDRAIN ROOFING 


LA BELLE HARDENED CUT NAILS 


METAL LATH AND EXPANDED METAL 


RAIN-CARRYING GOODS 


CORRUGATED SHEETS 


One call for all... 


from the Wheeling warehouse nearest you 


Direct, Wheeling warehouse-to-you service means no 
lost business, no delayed shipments. One call results 
in speedy, on-time delivery — the same day if needed 
— of any warehouse-stocked Wheeling product. Ware, 
rain-carrying goods, sheets, lath, roofing, whatever 
you need, you get promptly. 

And Wheeling products mean repeat sales. Time- 


honored quality second to none and consistent adver- 
tising in strong consumer and farm publications sees 
to that! 

Make the most of this ready-made, Wheeling-made 
market. See the Yellow Pages of your classified direc- 
tory for address and phone number of the Wheeling 


Warehouse or sales office nearest “G 


WHEELING CORRUGATING COMPANY ©* WHEELING, WEST VIRGINIA | 
IT’S WHEELING STEEL 


Warehouses: Boston, Buffalo, Chicago, Columbus, Detroit, Kansas City, Louisville, Minneapolis, New Orleans, New York, Philadelphia, Richmond, St. Louis. Sales Offices: Atlanta, Houston. 
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WE TAKE 
RIDE 


in 

our 

new 
address | 





@ Hobbs Wall Building, 
2030 Union Street, 
San Francisco 


@ New phone number .. . 
Fillmore 6-6000 


HOBBS WALL 
LUMBER CoO. 


Hobbs Wall Building, 
2030 Union St., San Francisco 
Fillmore 6-6000 + Teletype SF-761 


Hobbs Wall is Exclusive Distributor for 


WILLITS REDWOOD PRODUCTS CO, 
A CRA Mill 


Circle No. 75 on Coupon, page 100 
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WALLS FOR HAND TOOLS, PLATFORMS for power equipment is basic display technique 
at Wood Lumber Co., Birmingham, Ala., says Frank Pearson, Wood's tool manager, pic- 
tured above, right. Note perforated board backdrop and effective use of signs. 


SECTION Il. 
Inventory Guide 


How Deep 


Should Your Tool Inventory Be? 


When a retail lumber dealer be- 
gins to cultivate the do-it-yourself 
trade with hand and power tools, 
there are three fundamental policies 
which he should consider: 


(1) Maintain an inventory that is 
in between the depth of the typical 
independent hardware store and the 
shallow lines of fast-movers carried 
by such organizations as Sears. 


(2) Appoint a tool department 
manager who can become a spe- 
cialist. 

(3) Use tools as a key promotional 
line for store traffic, but if you use 
tools as a price leader, make sure 
that the reduced merchandise is 
cash sales. 

This is the counsel of Ralph 
Campbell, a hardware and tool ex- 
pert, formerly mercahndising man- 
ager for the nationally-famous Pat- 
terson Hardware in New York and 
now retail manager for Wood Lum- 
ber Co.’s Do-It-Yourself Center in 
Birmingham, Ala. 


No sideline. The independent 
hardware store will carry a broad 
assortment of tools, plus an inven- 
tory in depth on most items, says 
Campbell. As specialists, they must 
be the complete headquarters for 
tools. On the other hand, merchants 
such as Sears regard tools only asa 
part of a very diversified product 
base, and concentrate on the specific 


fast-movers. 

“This is an area which lumber re- 
tailers must give careful study,” 
says Campbell. “Because they are 
used to buying lumber and materials 
in volume they tend to over-stock on 
tools, in depth. Money tied up in in- 
ventory could very well be spent for 
stronger merchandising. 

“This does not mean that you 
should handle only limited lines. To 
become a recognized tool retailer, 
you have got to display and have a 
limited inventory of a broad assort- 
ment ... all the common tools plus 
accessories. But you can depend 
upon your wholesaler for fill-in so 
you need not carry extensive inven- 
tories.” 

When Campbell assumed retail 
management of the Wood Do-It- 
Yourself Center, one of his first acts 
was to appoint a tool department 
manager. The tool man is under the 
direction of Grady Patridge, store 
manager. Although the tool depart- 
ment head also sells other merchan- 
dise, he is responsible for display 
and sales of hand and power tools. 

“Our annual volume in hand 
tools,” says Campbell, “is about 
$30,000. We sold 64 Shopsmiths last 
year and we have set a goal of no 
less than $50,000 this year in power 
tools. This would include DeWalt, 
Atlas and several lines of portable 
electric tools and other items we 
plan to add to capture the power 
tool market in this area.” 
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NEW POWER! The heart of every electric saw is NEW VISIB ILITY! Picture - window design 


its motor! Black & Decker builds their own . . . to be makes line-of-cut and cutting edge visible at all times. 
sure you get all the power you need and then some! Air flow blows sawdust clear of the job, clear of your eyes! 


ce Pe 


Black & Decker SAWTIME, U.S.A. 


Breaking Spring Sales Records... 


ARE YOU GETTING 
YOUR SHARE? 


There’s still time to get in on the heaviest 
saw traffic ever. These new Black & Decker 
Heavy-Duty Saws are outperforming all compe- 
tition in sales this Spring. That’s because con- 
tractors are impressed with their ease of handling, 
power and durability. 


“SAWTIME, U.S.A.” is backed by national 
and local advertising in magazines, newspapers, 
and direct mail, read by builders, homeowners, 
hobbyists in your own neighborhood. Order B&D 
Heavy-Duty Saws and Blades from your whole- 
saler. THE Brack & DEcKER Mrc. Co., Dept. 
H-307, Towson 4, Maryland. 


SH 
Find Your 64D 
Wholesaler in 


Look under “Tools-Electric” | ‘Yellow Peges’ 
< 


= a — 


NEW HANDLING EASE! handle is located Uck &Or C2 


closer to blade for better control in the wood. Quick ad- 
justments assure speed, accuracy for depth and bevel cuts. World’s Largest Maker of Portable Electric Tools 
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PERFORATED HARDBOARD, 
painted yellow, sets off neat- 
looking wall display of hand 
tools. More carpenter's tools are 
shown on adjacent island fixture. 


TWO POWER TOOL MERCHAN- 
DISERS like this one have 
boosted sales for Kingswood 
Lumber & Supply Co. Tools are 
displayed on one side, acces- 
sories on the other. 


SECTION Ill. Selling Accessories 


Accessories Boom Power Tool Traffic 


Two floor merchandisers stocking both power tools and acces- 


sories sell $7,000 worth of power tools for Ohio dealer. 


You should stock a complete line 
of both power tools and accessories 
if you really want to capitalize on 
the power tools market. Interested 
power-tool customers want to buy 
accessories at once rather than wait 
for out-of-stock merchandise. That’s 
why a complete line of accessories 
is important. 

That’s the suggestion of Dick 
Wolf, Kingswood Lumber & Supply 
Co., Columbus, Ohio. Kingswood de- 
pends largely on good store display 
and suggestive selling to promote 
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power tools, which now run about 
$7,000 annually. Their inventory in 
power tools is about $1,000. 

By carrying lines that appeal to 
both contractors and homeowners, 
Kingswood plays both sides of the 
profit fence and their new wall dis- 
play (perforated hardboard, painted 
yellow) of hand tools helps round 
out their overall tool department. 

Wolf says the 4,” drill remains 
the No. 1 seller in the home line 
while the circular saw heads the 
sales list in the builders’ line. The 


portability of a new 612” power saw, 
which may be used on the roof and 
other hard-to-reach spots, has made 
this tool a very popular item. Build- 
ers also like the versatility of the 
new portable table saw sold by 
Kingswood. 

Two power tool sales merchan- 
disers received from the manufac- 
turer are responsible for a good 
many sales, Wolf says. Power tools 
are displayed on one side of each 
merchandiser and accessories on the 
other side. Practically every tool 
takes a number of accessories. 

Besides the floor display, adver- 
tising in the neighborhood news- 
papers prior to the Christmas holi- 
days is also used by Kingswood to 
boost power tool sales at this season. 
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now, in power tools, too, 


Remington.s 


right for you 


Model 149B. 1/4-inch drill; AC-DC, 25 to Here’s a multi-purpose drill that will help your ‘‘do-it-yourself™ customers 
Deak. wuranten free speed, get professional results—even the beginners! 

With its attachments, this drill can be used as a saw, planer, sander, 
polisher, paint mixer, hedge trimmer, screw driver, and in many other ways. 
And its powerful motor was built to bore through steel and concrete, too! 

The Mall Tool Company, Division of Remington Arms Company, Inc., 
builds power tools for every need—farming, industry, construction and 
home workshops. If you would like to have our free power tool catalog for 
your customers, just send the convenient coupon. 

Fast, efficient power tool service is available at a network of service sta- 
tions with factory-trained personnel. For a copy of our Service Station 
Directory, just mark the coupon. 


REMINGTON— manufacturer of sporting firearms and ammunition—a 
name famous for quality products for 141 years. 


Electric saws for every carpentry job. 
: MALL TOOL COMPANY 


Division of Remington Arms Company, Ine. 
Dept. G-14D, 25000 S. Western Ave., Park Forest, Illinois 


0) Please send quantities of your FREE power tool catalog for my 


@ 
customers. 
: © Please send your Electric Tool Service Station Directory. 
Tne citentianimeie ° 


NAME 








MALL TOOL COMPANY : 
. COMPANY - 
Division of Reming Arms C y, Inc. 
25000 S. Western Ave., Park Forest, Illinois a 
In Canada: Mall Tool Ltd., 36 Queen Elizabeth Bivd., Toronto, Ont. ; ADDRESS 





i, a —__.ZONE____ STATE. 
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WIDE SELECTION of power saws and sanders are attractively dis- 
played on adjustable, indirectly lighted shelves. Salesman Ernest 
Bramucci explains a sander to a prospect. 


New England dealer tells... . 


How to Beat Discounters 


in the Power Tool Market 


SECTION IY. 
Outselling Discount Houses 


New England dealer says free advice, service 


and accessories beat competition. 


Is there excitement in selling? If you ask the ques- 
tion at the A. Boilard Sons Lumber Co., in Indian 
Orchard, Mass.—and you’re talking about power tools 

the answer is yes. Last year this firm piled up the 
exciting sum of $50,000 in power and sales. 

Power tool sales are exciting because they’re big 
tickets. When a clerk sells one, he gets the word 
around the floor quickly. After all, the sale of some 
units is equal to that of 100 paint brushes—and it takes 
a long time to sell 100 paint brushes. 

Another element of excitement is the competition. 
Power tools are a favorite target of the discount houses. 
Boilard has a strong offensive against the discount 
house’s cut-price bait. 

Effective display is used as a starter. When a cus- 
tomer comes through the door at Boilard’s, the first 
thing he sees is a collection of over three dozen portable 

(continued on page 40) 


POWER TOOL ACCESSORIES like saw blades, and bits 
keep customers coming back to Boilard's. Bill Boilard helps 
a customer make a selection. 
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yes indeed — 
whitest in the bag— 
whitest in the mix— 
whitest in the 


completed job! 


Tat WETS 
P FRINITY wri a 
orRINITY WHITE 


wie 


Trinity White is a true portland cement made from materials that 
are free from color minerals. It is an intense and very beautiful white. Makes 
the most attractive of all concrete, either in the pure white or with tinting 
pigments added. A favorite with architects and builders and with 


do-it-yourself home owners. For dealer information write 


Trinity White, 111 W. Monroe St., Chicago 


rina Whe QU EN 


a product of GENERAL PORTLAND CEMENT CO. sho terentene dived 


CHICAGO + DALLAS + CHATTANOOGA « TAMPA «+ LOS ANGELES popular booklet for consumers. 
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PORTABLE-HEAVY DUTY 
ELECTRIC HAND SAW 


Lesto 
i\= 


SAWS LIKE A DREAM 


PRECISE AS A 
SWISS WATCH 


FINEST BALANCE 
LEAST VIBRATION 


: 8 BALL AND ROLLER BEARINGS for all moving parts 
Turn it on, guide it. . . a Lesto saw will do the rest. Operat- 
ing at a rate of 2300 strokes a minute, LESTO cuts finer 
than sandpaper-smooth, reaches hard-to-get-at-places. 
VERSATILE! RUGGED! POWERFUL! 
The LESTO Saw has many talents. With its 20 different 
blades, it cuts hardwood, softwood, plywood, formica, 
pressboard, plastic, metal, abrasives. It’s a rip, cross-cut, 
coping, keyhole, band, scroll and jig saw—7 saws in 1! 
LESTO has a PLANETARY GEAR-—the best known mecha- 
nism to convert the rotary motion of the motor to the 


reciprocating motion of the blade. 
Service and Parts Available Nationally—SAWS ¢ DRILLS e SHEARS ¢ NIBBLERS 


See Your Jobber or Write Direct. 


VICTOR J. KRIEG, Inc. 


PRECISION. MADE POWER TOOLS FOR UNSURPASSED PERFOR 


611 BROADWAY, NEW YORK 12, NEW YORK 


Circle No. 15 on Coupon, page 100 
Exclusively 


FLETCHER 





The recently improved 


LUBRICONE IMPINGED WHEEL 


FRICTION has always been a major factor in the 
service rendered by glass cutter wheels. External lubri- 
cation has been depended on to combat friction in an 
effort toward freer movement of the revolving wheel. 


The FLETCHER “Lubricone Impingement” method 
successfully reduces friction by impacting a lubricous 
material into the metal itself, which remains as a 
primary source of lubrication for the entire life of the 
wheel. 

It is not recommended that liquid lubrication should 
be omitted. This will greatly extend still further the 
cutting “mileage” of the wheel. For best glass cutting 
results, use FLETCHER “Lubricone Impinged” wheels. 


THE FLETCHER-TERRY COMPANY 


895 SOUTH ST. e FORESTVILLE, CONN. 
Circle No. 17 on Coupon, page 100 





HOME SHOW DEMONSTRATION helps sell tools and build good 
will. Router is used to make name plate signs for prospects of 
A. Boilard Sons Lumber, Indian Orchard, Mass. 





POWER TOOL MARKET 


(begins on page 39) 





power saws, sanders and chain saws. Everything a 
man could ask for is right there to pick up and examine. 

If the customer mentions a discount house and the 
fact that he can get it cheaper there, he soon learns 
why he should buy at Boilard’s. There’s personalized 
service. Should anything go wrong or should the cus- 
tomer care to come back for advice, he’s always wel- 
come. He’ll get the advice from personnel well versed 
in the use of the equipment. 

Boilard’s other point of defense is their large inven- 
tory of spare parts and saw blades. A spare part, 
urgently needed and made readily available, can be an 
instrument of good will as well as an aid to sales. The 
assortment of blades includes combination, hollow 
ground, masonry and metal cutting varieties. The turn- 
over on such items is somewhat slow, Boilard reports, 
but they have helped the firm to build a reputation for 
having everything in the power tool line. 


DEALER POINTERS 
TH 


a “7 


One Tool Sells Another 


Hand tools, power tools and tool 
accessories should be merchandised 
together since one tool frequently 
suggests another. The hand-power 
tools display with the adjustable 
hardware channels is found at the 
new Hunt-Sheid store, El] Paso, 
Tex. 
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If he knows a prime steer 


when he sees one... 





HE’S A PRIME PROSPECT FOR ALCOA GATES 


Alcoa® Aluminum Gate advertising and promotion 
for 1957 have drawn a bead on the best market you 
could want ... the nation’s top stockmen. These 
are the men who think big, live big. They are the 
pace setters, the men best able to appreciate the 
advantages of the top-quality Alcoa Gate. 

Alcoa is preparing gate sales for you in this 
excellent market with strong advertising campaigns 
in the leading breed association and general live- 
stock magazines. Space in major farm magazines 
underscores Alcoa Gate advantages still further. 
Gate advertising likewise will appear on the ALCOA 
HOUR, where huge numbers of rural residents 
are listed among the 27,000,000 regular viewers. 

To cinch the deal, Alcoa is directing an intensive 
mail campaign to a substantial list of leading 
stockmen. This is especially designed to produce 
return-mail inquiries. Every inquiry is referred to 
the sender’s nearest dealer, offering unequaled 
selling opportunity. 

The Alcoa Aluminum Gate is new... just 
rounding out its first full year on the market. 
Consequently, a few distributorships and several 
dealerships are open. If you’d like to handle this 
quality product, send the coupon at right. 


BUILDING PRODUCTS MERCHANDISER 


Alcoa Gate Specifications: 

Height: 52”. Lengths fit openings of 10’, 12’, 14’, 16’. 

Weights: 32 Ibs, 36 Ibs, 43 Ibs, 48 Ibs (approx.). 

Panels: 5 and 6. Special 36”-high hog gate also available. 
The 10’ and 12’ sizes have 4 cross braces. The 14’ and 16’ 

sizes have cross braces as illustrated. 


Shipped assembled, with hinges, screw hooks, latch chain. 


: ALCOA ©. YOUR GUIDE TO THE BEST 
ee IN ALUMINUM VALUE 
FARM GATES 


Aluminum Company of America 
2121-G Alcoa Building 
Pittsburgh 19, Pennsylvania 
We'd like details on handling the Alcoa Aluminum 
Gate. Please rush information. 
Lumber Dealer [ | Building Supply Dealer 
Farm Supply Dealer [ | 





] Hardware Store Distributor 


Name 

Company 

Address_ 

Post Office and State 


c-oo--- eee 
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ruiw, 000 DEALERS 


to supply you 


Dun-O-walL, 


Rigid, custom-de- 
signed Dur-O-wal 
prevents cracks 


It’s a friendly hand that ex- 
tends Dur-O-waL ._ the 
patented steel reinforcing 
for masonry walls. Dur- 
O-waL widens the hori- 

zon of masonry de- 

sign, assures lasting, 
flawless beauty in 
masonry walls 

Available 

every- 

where. 


Butt Weld e@ Deformed Rods 


Dun-O-wal 


RIGID BACKBONE OF STEEL 

FOR EVERY MASONRY WALL 
Dur-O-wal Div., Cedar Rapids Block Co., CEDAR RAPIDS, IA. Dur-O-wal Prod., 
Inc., Box 628, SYRACUSE, N.Y. Dur-O-wal of Ill., 119 N. River St., AURORA, ILL. 
Dur-O-wal Products of Ala., Inc., Box 5446, BIRMINGHAM, ALA. Dur-O-wal 
Prod., Inc., 4500E. Lombard St., BALTIMORE, MD. Dur-O-wal Div., Frontier Mfg. 
Co., Box 49, PHOENIX, ARIZ. Dur-O-wal, Inc., 165 Utah Si., TOLEDO, OHIO 
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SECTION VY. 


Seasonal Promotion 


DEALER TRAVIS smiles to think of the $3,000 of power tool sales 
which this front-of-the-store display produced for him last 
Christmas. 


Pushes Power Tools 
to Offset Seasonal Slump 


Special promotion helps Indiana dealer sell 


$3,000 worth of power tools at Christmas. 


Strong power tool promotion is used by the LaPorte 
(Ind.) Lumber & Coal Co. to offset declining seasonal 
sales in December and January. 

“During the 1956 Christmas season, we sold about 
$3,000 worth of power tools,” declares Howard Travis, 
assistant store manager. 

“The secret of selling power tools,” he adds, “is to 
get them up front where people will see them.” Travis 
has used the power tool suppliers’ special island display 
unit to good advantage. This is a double-faced unit 
with two shelves on each side, occupying not more than 
eight square feet altogether. 

The island was placed in a prominent window posi- 
tion so that customers entering the store had to pass it 
to reach the sales counter. Power tools are shown on 
one side of the unit; tool accessories on the opposite 
side. 

Both homeowners and carpenters responded to the 
pre-Christmas power tool promotion. Time-payment 
plans were also featured. These include the firm’s regu- 
lar 30-day open account or the firm’s revolving credit 
plan. Each tool is price-marked. 
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ADVERTISING 


in Sunday Supplements 


Double Channel Track Sets to Reach Your 
for sliding doors Customers— 


PARADE, THIS WEEK 
and FAMILY WEEKLY 


with 26,000,000 circula- 
tion hit all the Do-lit- 
Yourself prospects. 


Do-It-Yourself Aluminum “i 
Storm Sash Items Oo eanmues 
storm SASH 


-” 
atyNoLns Do-it-Yourselt ALUMINU 


Have double dollar days this fall... 


SELL New Reynolds Double Channel Track Sets by making full use of 


these attention grabbing 


PUSH Reynolds Do-It-Yourself Aluminum Storm Sash Point of Sale Pieces 


PROJECT SHEETS 
NEW RACK DISPLAY 


Your opportunities for Do-It-Yourself Alumi- Again the season for big sales of rust-proof, 
num profits are bigger with new Double Chan- warp proof Do-It-Yourself Storm Sash mate- 
nel Track Sets. Home craftsmen will find rials is here. Point out the ease of construction 
them ideal for sliding doors in all kinds of to your customers. Show advantages of the 
cabinet work. Masonite, glass and plywood Reynolds corner locks. And make tie-in sales 
all fit perfectly in the 14 and 14 inch channels. of miter boxes, feature glass cutting service, 


REYNOLDS Do-it-Yourself ALUMINUM 


Reynolds Metals Company, Louisville 1, Kentucky 
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SECTION VI. 


E> 


COMPLETE LINE OF HAND TOOLS encourages 


homeowner, contractor and trade-school students 


customers. 


Doubles Sales of Hand Tools 


Tips on Hand Tools 


By using field-tested system, Connecticut dealer promotes 


fastest-selling items and makes inventory-taking a cinch. 


By following a carefully worked 
out merchandising plan, J. E. Smith 
Co., Inc., Waterbury, Conn., has 
more than doubled its sales of hand 
tools. 

This plan controls tool inventory 
so that the largest stock of fastest- 
moving tools is always available; a 
planned advertising program in- 
cludes newspapers, direct mail, cat- 
alogs and radio; store displays are 
aimed at both the handyman and 


professional customer; “live” dem- 
onstrations promote the sale of 
power tools. 

Most of the tool buyers at Smith’s 
are employes in Waterbury’s indus- 
trial plants, according to Phil 
Ciriello, manager of the firm’s tool 
department. They want to see a 
complete line of tools at prices they 
can afford. 

Ciriello made plans to strengthen 
his tool department following the 
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TRADE SCHOOL STUDENTS are worth cultivating as customers. This is one of four islands 


of power tools and accessories. 


flood of 1955. An area of 30 square 
feet was added to the showroom 
including a 24-foot wall area for 
displaying hand tools in addition to 
four islands for portable power 
tools and accessories. 

All for $10. The new tool depart- 
ment was all set with the exception 
of identification letters and price 
markers when Ciriello wrote for 
these items, which are included in 
Stanley’s Profitool Plan. 

“What I got for my $10 was much 
more,” declares Ciriello. “One of the 
two blueprints was easily adaptable 
to our setup. It showed how and 
where to place each tool and related 
items so that tools help sell each 
other.” 

Before using the Profitool inven- 
tory sheets every month, the Con- 
necticut firm used to order tools by 
guess. Between times, they filled the 
gaps by ordering from jobbers. The 
new inventory forms are based on 
many actual dealer sales experi- 
ences; consequently, they allow 
space for more of the fastest mov- 
ing items, fewer of the slower- 
moving items. 

“Some 50% of the items on the 
stock sheets are not made by Stan- 
ley,” points out Ciriello. “The whole 
tool department benefits from the 
plan—Millers Falls. Delta, DeWalt, 
Yates-American and Shopsmith, for 
example.” 

Strong promotion. Demonstra- 
tions are used to actively promote 
power tools. Factory reps have held 
special store demonstrations and 
Ciriello sometimes holds _ special 
store after-hours demonstrations. 
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SPECIAL TOOL DISPLAY AREA was created to show both power and hand tools, also 


accessories. The Connecticut firm carries several lines of electric power tools. 


Men’s church clubs have shown an 
interest in power tools and one 
demonstration was held on church 
property. 

Ad mats featuring tools are in- 
cluded in Smith’s display ads in the 
Sunday edition of the Waterbury 
Republican. Envelope stuffers on 
tools are used with monthly state- 
ments three times annually and 
Smith’s own annual catalog shows 
several pages of tools. Hand tools 
have been plugged at least once a 


week on Smith’s daily news broad- 
cast. 

One type of customer that Ciri- 
ello likes best is the student from 
the local trade school. 

“The boys come in, catalog in 
hand, to pick out one tool after 
another as the year progresses,” 
says Ciriello. “In order to graduate, 
the student must have a complete 
tool kit—and we expect to see this 
student many times after he gets 
his diploma.” 
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HAND AND POWER TOOLS are combined on this simple wall 
display unit adapted from American Lumberman’s blueprint for 


wall fixture. 


SECTION VII. 


Selling Quality 


Homeowners Demand 


Quality Tools 


By encouraging pride of ownership, dealer 


can upgrade the sale. 


Customers like to buy quality 
tools. 

One good way to sell tools is to 
deliberately call them to the atten- 
tion of the customer. 

Those two bits of advice come 
from J. E. McCorkle, Edmonton 
branch of the Beaver (Alberta) 
Lumber Ltd., which sells both power 
and hand tools. To illustrate the 
quality angle, McCorkle tells about 
a steel-handled hammer sold by his 
firm. These sell from $5.50-$6.50 
each and they sell just as easily as a 
$2.25 brand. 

“Pride of ownership is a great 
motivating factor,” believes Mc- 
Corkle. 

The sales value of calling the cus- 
tomer’s attention to a specific item 
is again underlined by the experi- 
ence of this Canadian firm. 

“Last week,” adds McCorkle, “‘we 
demonstrated this very effectively. I 
asked each of my three salesmen to 
ask every person entering the store 
on Thursday, Friday and Saturday, 
this question: ‘Have you seen our 
portable tools?’ This question re- 
sulted in the sale of three 61/,” port- 
able electric saws, two sanders and 
one drill. One customer thanked one 
of the boys for selling him a saw. He 
recognized a good value and appre- 
ciated being sold.” 

The Edmonton firm went into the 
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portable electric tool line about 18 
months ago. 

“We have been very pleased with 
the results,” declares McCorkle. 
“Our sales are mainly hand electric 
circular saws, 44” drills and drill 
kits. Orbital sanders have been a 
very good item in both an expensive 
and medium-priced line. Our power 
tool sales have been to carpenters 
and homeowners with by far the 
greatest volume to the homeowner.” 

Hand tool sales are also prin- 
cipally to the do-it-yourself and 
homeowner market. A good quality 
line of hammers, saws, chisels, 


braces, bits, steel tapes, squares and 
levels are displayed on a modified 
American Lumberman wall unit 84” 
high, 54” wide and 16” deep. This 
was built to fit between the doors of 
two offices. 

The best-selling items in the hand 
tool line, according to McCorkle, are 
hammers, saws, squares, try 
squares, chisels, braces and bits, 
levels, steel tapes and bench vises. 

Power tool sales for 16 months 
totaled about $3,500 and hand tool 
sales approximately the same, 
McCorkle says. 





Dealer Aids 


(Write A. L., 139 N. Clark, Chicago, Ill.) 


Store Fixture Plans: the working 
blueprints for each of the display 
fixtures in the Profit-Maker Show- 
room are available from American 
Lumberman for $8.75 each. 


Financial Advisory Service: free, 
confidential comparison of your 
profit and loss statement with in- 
dustry averages. 


Compensatory Pricing: a practical 
new method for more profitable re- 


tail pricing of building materials 
and services sold to consumers. 
Available in booklet form. 50¢ 


Home Maintenance & Improve- 
ment: a home improvement maga- 
zine, mailed to any consumer list of 
your selection, promoting your yard 
as headquarters for homeowner 
needs. 


ADservice: professional copy and 
layout ideas and illustrations, in mat 
form, for use in the preparation of 
your local advertising. 
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removable Wi M DOW ; 
i NGS 


--- adds luxury, convenience 
safety and modern beauty 
to every type of home! 








Contractors, builders, architects and dealers 











are all discovering the universal appeal of 
the new, patented Tilt-Sash removable windows. 


Here, for the first time you can offer the 








prospective buyers many dramatic new 

features which instantly appeals to both men 
and women. Both sashes of the window can be 
easily tilted individually into the room for 

easy washing. All sash is easily and instantly 
removable by a “twist” of the wrist, 

for painting, glazing and complete maintenance 
of frame, sash and sills. For easier, faster sales 


of new homes it will pay you to 


Here are the Exclusive 
Tilt-Sash Advantages! 


investigate Tilt-Sash today! 


Manufactured and Distributed under 
License Coast to Coast 


e ILLINOIS—Hollis Window & Supply Co., Illinois Valley Mfg 
Geo. J. Rothan Co., G. S. Lyons & Sons Lbr. & Mfg. Co 
INDIANA—Burnett-Binford Lbr. Co., Willman Lbr. Co., Waynedale Lbr 
& Supply Co 

1OWA—The Calmar Mfg. Co 

KANSAS—Window Crafters 

KANSAS (K.C.)—R. L. Sweet Lbr. & Millwork Co 

MISSOURI (K.C.)—R. L. Sweet Lbr. & Millwork Co 

NEBRASKA—W. F. Hoppe Mfg. Co 

WISCONSIN—Janka Millwork Co 

ONTARIO, CANADA—A. S. Nickolson & Son, Ltd 

MANITOBA, CANADA—Brown & Rutherford, Ltd 

ALBERTA, CANADA—A. B. Cushing Mills, Ltd 


ov Washable from inside without removin g sash! 
Co 


o¥ Toxic treated sash and frames prevent rot, 
termites, fungi! 


Vv Precision-manufactured sash and hardware! 


‘WY High quality weatherstripping is factory installed ! 


o Available in all Modular sizes! 


ee ee ee ee ee ee ee eee ee ee ee ee ee es 
. 


DODGE HARDWARE MFG. COMPANY 
7959 West Grand Avenue e Elmwood Park, Illinois 


nd huge nagi, 
rom new under way 
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VGUST-a big month 


Here’s why. 


1, THE OPERATION HOME IMPROVEMENT Campaign, begun 
last year, is continuing this year under a new theme, Better Your 
Living. AMERICAN HOMEmagazinewilllendsupportto Better Your 
Living with its third Home Improvement Promotion during August. 
This magazine takes a large step toward helping suppliers bite into 
the 18 billion dollar sbeing spent for homeimprovement during 1957. 


2. PART OF DU PONT’S CONTRIBUTION is the full-page ad 
“How to select a paintbrush,” which will run in the big August 
issue of AMERICAN HOME. Consumers are urged to buy quality 
paintbrushes and given valuable tips on their selection—factors 
designed to lead them to you for brushes with TyNex nylon bristles. 


3. WHY BRUSHES WITH “‘TYNEX’’ NYLON BRISTLES? Consumers 
are learning that brushes with improved TyNnex nylon bristles 
have all the qualities necessary for smoother, streak-free paint- 
ing. Prepare now to help your customers “Better their living” 
by stocking a complete selection of these quality brushes. 


ASK YOUR SUPPLIER for these sales-producing promotional aids on 
paintbrushes bristled with Du Pont TyNex nylon bristles: 
1. Window streamer/wall poster 
2. Booklet—‘*‘How to Choose and Use a Paintbrush” 
3. Display card—featuring brushes bristled with TyNex and 
‘**How to Choose and Use” leaflet. 
4. Door, window or wall sign—tells customers to ask for 
booklet (item 2) 


® 


vi 27 nylon bristles 


TYNEX is the registered trademark for Du Pont nylon bristles 


REG. U, 5, PAT. OFF. 


BETTER THINGS FOR BETTER LIVING 
- « « THROUGH CHEMISTRY 


oan 
How to select 
req paintbrush 
erforms better 
saves you money 
to look 


A good brush Pp 
wears /onger. 


‘There are several qualities 


brush. First, see if there is (1) ® 
full head of bristles in & firm 
\ setting 
4g \ \ Then, look closely atte 
div idual bristles. The, y shoul 
bet finely tapered with 
curled Ups. 


tion of th 
which a (3) 9 


W 


Your Ginal essur- 
h wh 
3 


tle 
vary in length 


A brush with these qualities 
kit . 


Now, better pertormance with 
sties 
YNEX® nylon bri 
improved T 
saintbrush, look for (6) 
4 the handle 
wit? 


When buyi™ 
Whe Trxex of 


the trademark 


she \ 

with <i x thet 
vabte bets stles 

have du! bs 


YN NExX’ 


NYLON pa 
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P=*OW to Select q pa; 
cta Paintbrush 


How to select 
a paintbrush 


A good brush performs better 
wears longer...saves you money 


n selecting a good paintbrush 
first thing to look for is a full head 
‘ristles in @ firm setting 


look ciosely at several indf 


” ‘Then 
sties. They should he fine! 


‘wal br 
pered with slightly curled t 

sure @ generous portion of the be 
have tips that are split or “flaggee 


Finally, look for a brush 
bristles varying in. length A b 
these perm! Acngher oo rag A good brush perf. 
performance Tt has « greate orms better - wears I 
ing and paint-holding: capacit! slid on er 
a. The 1 There are sey r ig +++ $QVes 
severa . ° 
ing a good tet en to look for when select. ia you money 
ease, do a professional-lookir full head of Sultiine First, see if there is (1) a y © look for a brush that has (4 
ie , look closely at lpr & firm setting. Then ~ length. A brush with PR ) bristles varying in 
a ao should be (2) Sand c — bristles They 9 l S> excellent performa . a €se qualities will give you f 
proved nytor = "ly tapere, | . ance. it has a prez ; 
When buying « paintbrush, & tips. Make Sure a generoy ie slightly curled Ulf ng and paint-hold ng capacity— oe on \ i 
Genbiaiadh Teicuh am Gee te { f have (3) tips th 8 Portion of the bristles cessive dipping. The lew einen euminates ex. \ 
ity paintbrushes made with 2 at are split or “flagged.” F Smoothly and ever “It (9) release a finish | 
Trxex nylon give you betts ged.” Finally ‘ ; enly On any surface, Y We 
ance. They pick up « fv 4 Paint with ease, do a prof ba ou save time, sk 
paint at every dip and lay « ‘ “fessional looking job, 
streak-free coat. And be ' 


Tyxex have durable bristle 
easily rinse thorough , 
quickly—are always ready ~ : 
k Pyne nylon bristles 
PRtE — additional fac. . ; stroke Learn h 
should have on choosing : 8 how th Ow professic 
paintbrush. To get this ve : ‘ . y — Y they clean them 

mation without cost or off a You can have this va! 
end your name and addr ‘ obligat S va 
Pont de Nemours & Co. - ; gation. Just send you, , 
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. +e 63-4, D Ne.), Polychemica} 7 ‘ont 
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ing in American 
three ads are currently appearing in 
ee after a three-month run in Better Homes 
and Gardens and Popular Mechanics. The full-page 
version in “American Home's” August Home ia 
ment issue will help make that a big month for t 


sale of paintbrushes with TyNEx nylon bristles. 
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Power and Hand Tool... 


POINT-OF-SALE 


IDEAS 


... from Coast-to-Coast 


Complete Power Tool Selling Center 


Point-of-sale aids are explained to dealer by manu- 
facturers’ representative, left. These include prospect 
file kit, display panel for standard attachments, acces- 
sory display pylon and direct mail cards to round out 
a complete power tool selling center. 





ride your jobs A-CUB 


SECTION VIII. Tool Pointers 


AW 


CUB LO-BOY TRACTOR 





have fun...save money 


Take it easy. Let power do your work. Plow, disk 
your garden, mow lawns, move dirt or haul ‘loads 

. do dozens of other jobs from the seat of a new 
International Cub Lo-Boy tractor. Just rent a Cub 
Lo-Boy and the equipment you need by the hour. 
Turn tiring cant into fun. us Today! 


5 YEARS TO PAY 











HOLT LUMBER, INC. 





Now—Rental Tractors 


In addition to tools, why not a 


tractor for plowing, disking the gar- 
den, mowing lawns, moving dirt, 
etc. Holt Lumber, Inc., Milwaukee, 
Wisc., recently introduced this serv- 
ice as shown in portion of a Holt ad 
above. 


Special tool package 


Every homeowner needs a basic 
number of tools to perform odd jobs 
around the house. Many dealers are 
pushing these special tool packages 
including a tool chest. This display, 
offered on a easy payment plan, is 
found at the Morrow Co., Erie, 
Penna. 


Pushes Masonry Tools 


Specialized section for masonry 
tools is promoted by Renier Lumber 
Co., Detroit. By segregating these 
tools from the regular line of car- 
penter tools, Renier focuses the at- 
tention of contractors engaged in 
commercial and industrial construc- 
tion. 
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Will Feature Continuous 
Demonstrations 


Continuous demonstrations are 
scheduled for the complete model 
workshop at Forest City Material 
Co.’s new supermart in Brooklyn, 
Ohio, a Cleveland suburb. The model 
workshop, seen above, is flanked by 
price-marked displays of power tools 
in a 1,200-foot glass-enclosed room 
which can be seen from main show- 
room. Portable hand and power tools 
are sold from the company’s self- 


service hardware “store-within-a- 
store” which is located across show- 
room from the model power tool 
workshop. The total display allo- 
cated to tools surpasses that of any 
other retailer in the Cleveland area 
The demonstration workshop is ad 
jacent to lumber cashier; whil 
waiting for lumber orders to be 
filled, the handyman trade can watch 
demonstrations of power tools 
Movies will also be run in this ares 
on the use of hobby woodwork equip- 
ment. 





Tool Merchandiser 
Helps Sell 

“When we ordered the tool mer- 
chandiser we sold very few hand 
tools such as sockets, open-end and 
box-end wrenches, adjustable 
wrenches and other wrenches such 
as are now found on our tool mer- 
chandiser,” asserts Arthur W. 
Thomas, manager, The Right Lum- 
ber Yard, Smyrna, Del. 

“This display has enabled us to 
sell a much larger quantity of hand 
tools,” Thomas adds. “Most of the 
tools sold from the merchandiser are 
sold to mechanics and homeowners 
because the tools are well displayed 
and easily accessible. We would also 
like a tool merchandiser for carpen- 
ter tools such as hand saws, planes, 
wood chisels and the like.” 
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e Column for Display 
Finding space for adequate dis- 
play of tools enabled Calecasieu Lum- 
ber Co., Austin, Tex., to use an 
otherwise wasted area around one of 
their store columns, for light car- 
penter tools. 











More Dealers Than Ever 
are Now Reading 
AMERICAN LUMBERMAN 
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MANUFACTURERS 
WHOLESALERS 


and allied 


species 


Peeeeeeoeoeeooeooo eons 
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Quality Merchandise 
Personalized Service 


MOULDING PLANTS AT: 
@ Klamath Falls, Oregon 
@ Redding, California 
REPRESENTING: 
@ White Swon Lumber Co. 
White Swan, Washington 


@ Heppner Pine Mills, Inc. 
Heppner, Oregon 


@ High Sierra Pine Mills, Inc. 
Oroville, California 


MAIN OFFICE: 


83S Santa Cruz Avenue 
MENLO PARK, CALIFORNIA 


teletyPe® 
palo alto. 


Calit.. 


ee 


104 


Call or 


write 


We know you will 
be well pleased 
with our service. 


WARNOCK 


Tileels ele bre 
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CHAIN SAW, one of the profitable tools rented by Rosenthal’'s, is checked out by Edward RUG SCRUBBER, foreground, is one of the 
O'Brien, the salesman in charge of the firm's rental department. new popular tools rented by the Walworth 
(Wis.) Lumber Co. 


Renting Tools—a Profitable Sideline 


A rental tool department, proper- man found that a rental tool depart- 
ly promoted and supervised, can be ment can be just as profitable com- 
a profitable sideline on five counts: paratively in a small town as in a 

4. Rented of ee! teelt big city. The variety of tools rented 
is smaller, but there is little or no 
2. Sale of accessories like sandpaper competition. 

3. Sale of rental tool Rosenthal Lumber & Fuel Co., 
Crystal Lake, IIl., went into the tool 
, rental business about two years ago. 
Be wow Lat ina te cnmpuite the ton. Their rentals the first year ran 
¢ $3,293.80; last: year the figure was 
Checking a number of dealers in $4,215.58. The top month for the 
: various areas, American Lumber- tool rental department was Septem- 
SECTION IX. Rental Tools ber, 1956 for $747. Rosenthal’s has 
found that the best rental months 

are March through October. 

By keeping careful rental records 
on every tool, Rosenthal has discov- 
ered the most profitable tools to 
rent. An electric hammer, for ex- 
ample, brought in $600-$700 over 
an 18-month period, then the tool 
was sold for $75. Some $500 was 
cleared over the original cost of the 
tool. An electric chain saw, another 
profitable renter, brought in $135 in 
10 months and a gasoline chain saw 
pulled $183 in rental fees in six 
months. 


Floor sanders and polishers are 
the bread-and-butter business of 
the tool rental department, but 
other really profitable tools to rent 
include: electric pumps, electric 
generators, small portable polisher 
(women like this one), electric lawn 
mowers and a two-wheel dolly to 
move appliances and heavy goods. 

Summer cottage people are good 

‘a N customers for the power lawn mow- 
RENTAL TOOL DEPARTMENT is part of the well-rounded tool promo- e's, Which rent for $4 a day, plus a 
tion at Cavalier Lumber & Building Supplies, Inc., Norfolk, Va. Rental 50¢ charge for sharpening the 
charge is applied to purchase price if customers decide to buy tool. blades each time. 


4. Sale of new tool 


ne 
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| Here’s a good approach 
to a basementless house 


Dv 


Designed for builder and user satisfaction ... Donley Crawl Space 
Doors are low in cost, easy to install and attractive in appearance. 
These units lock in place with screw-operated catches but can be 
completely removed for easy access to under-floor space. Frame 
is anchored in brick or concrete-block wall by projecting flanges. 


These features ... as on all Donley Products for the builder... 
are the result of design and fabrication experience extending 
over forty years. Donley’s reputation for quality ... backed by 
consistent national advertising . .. eases the job of selling for the 
dealer. The results . .. when you stock the Donley line... are 
more sales and greater profits. 


Two sizes available: 3014” W x 122” H for 32” x 1434” masonry 
openings and 304%” W x 1642” H for 32” x 183%4” masonry 


openings. 


THE BROTHERS COMPANY 


13928 MILES AVE. ° CLEVELAND 5, OHIO 


n , 
— Com@teveland 5, Ohio 


The Donley 8 more infor- 


3928 Miles Ave 


igation) 
ithout obligato 
send me (witho' Products. 
Gentlemen: re tine of Metal Building 
mation on Y 


Name in a enna Ose 


Street a State ——__. 


Zone —— 71466-DB 


—" 
city ———_ 
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SAWHORSE 
BRACKETS 


Sith 


@ NO NAILS 
@ NO BOLTS 


Use any 2x4s for legs and @NO SCREWS 
crossbar with Jiffy Brack- 
ets. All-welded construc- 
tion. Set up and knocked 
down instantly. Each pack- 
age is a colorful display. 12 


Sets to a carton. se 
ditly = 


Dealer helps 
FREE. 0 
id SAWHORSE 


MAKE UP A ouNTY wee 
— iin 


@ EASY 
TO CARRY 


@ EASY 
TO STORE 


JIFFY SAWHORSE [DD ore 
TO DEMONSTRATE er 
Nationally 

advertised 

—order from 

your whole- 

saler, or 

direct if he 

cannot sup- 

ply you. 








Recommended Reading for Lumber Dealers: 


THE 
FUTURE 
OF WOOD 


American 
i] wumberman 


(Weyer- 
haeuser é 
Timber .? ; 


; a 4 
The Fine fhe Road <5 


Company [ 


Report) 


This far-reaching report on the future market 
and supply of lumber contains new information 
vital to plans of every lumber and building 
products dealer 











AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINO! 


Enclosed is a : 


please send me . .copies 


return mail 
NAME 
COMPANY_ 
ADDRESS__ 


CITY 
STATE. 











MATERIALS HANDLING — PERSONNEL 


Phone call to temporary service bureau procured these unloaders 
quickly for Banner Lumber Co., Milwaukee . . . 


Easy Way to Get Temporary Help 


Use of yard help on a temporary basis is on increase 


among building material retailers. 


“Two carloads of lumber coming 
in tomorrow and it is too much for 
our yard crew to handle. What am 
I going to do?” This was Elmer 
Zielinski, yard master at Banner 
Lumber Co., Milwaukee, talking. It 
was four o’clock in the afternoon. 
Sound familiar? 

Elmer’s solution was simple. He 
called a temporary service bureau. 
The next morning the men he so 
badly needed were on the job. 
Demurrage charges were avoided 
and no men were added to the pay- 
roll. 

According to Manpower, Inc., a 
nationwide temporary help bureau 
from whom Banner regularly ob- 
tains materials handling people, 
lumber retailers are increasingly 
tapping this handy personnel source. 
Banner Lumber was supplied with 
an average of 150 man hours of 
labor per week last year. Bliffert 
Lumber Co., with five yards in Mil- 
waukee, is another user of tempo- 
rary help for car unloading, truck- 
loading and unloading, delivery, 
sorting and tallying when needed. 

In Cleveland, Ohio, to cite an- 
other example, users of the tempo- 
rary help service include Bagley 


Road, Big Four, Colony, Corlett and 
St. Clair lumber companies. 


Avoids problems. Advertising, 
screening and hiring time and costs 
are eliminated when a dealer uses 
temporary help service. Important 
too is the saving in unemployment 
compensation and workmen’s com- 
pensation costs, which are paid by 
the service bureau. 

Dealers are also relieved of fringe 
benefit responsibilities which in- 
clude legally required payments, 
pensions, absenteeism, vacations, 
sick leave and items such as profit- 
sharing and bonuses. In the lum- 
ber industry these amounted to 30.5 
cents per payroll hour according to 
a U.S. Chamber of Commerce sur- 
vey last year. 

In addition to materials handling 
labor, service bureaus provide help 
for such chores as maintenance, sub- 
stitute watchmen, guard service 
and “womanpower” for the office. 
Most of the workers are people who 
do not want or cannot work full 
time—teachers, students and per- 
sons having seasonal occupations. 
The Manpower, Inc., folks say that 
competence is assured. 


July 22, 1957, AMERICAN LUMBERMAN 
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Building site or yard ... 
Here's a truck built to work both places 


This 4000-lb capacity, pneumatic-tired Clarklift Y-40, 
works just as well at the building site as it does in your 
yard. The condition of the working area is unimportant, 
for the all-new Clarklift Y-40 is built for rugged working 
conditions. Take the building site for example. Dual, 
wide-profile drive tires, plus the same size rear tires, 
enables the Clarklift Y-40 to maneuver over the roughest 
terrain or the thickest mud with minimum loss of traction 
or stability. Put the same truck in your yard and you'll 
find that the standard Clarklift Y-40 with power shift 
transmission, power steering and finger-tip controls, will 
outperform any comparable truck in maneuverability, 
driving ease and speed of operation. Why not test it in 
your own yard. For a demonstration, just call your 
local Clark dealer or write us direct. 


Your local Clark dealer is listed in the Yellow Pages. 


CLARK Industrial Truck Division 


CLARK EQUIPMENT COMPANY 
EQUIPMENT BATTLE CREEK 40, MICHIGAN 













STEEL STRAPPING bundles lumber into compact units 
for fast, easy delivery. (Idea No. U6-12) 


STEEL STRAPPING packages hardwood doors for dam- 
age-free shipping. (/dea No. S2-11) 


STEEL STRAPPING lumber into packages cuts loading, 
unloading time to minutes. (/dea No. U2-2) 





AIM for 


better handling, 
protection, 
storage 


You can gain important materials handling, pro- 
tection and storage advantages by applying Acme 
Steel unitizing and carload bracing Ideas to your 
operations. Safe, secure packages and shipments 
result in increased handling speed and labor- 
materials economies, bringing you important sav- 
ings and greater customer satisfaction. It’s easy 
to find out how. 






























Located near your plant is an Acme Idea Man 
thoroughly experienced in product protection for 
the forest products industry. He is immediately 
available to discuss your specific problems and 
provide hundreds of performance-proved Acme 
Steel Strapping Ideas, without cost or obligation. 
The seven Ideas on these pages are included 
among the Ideas-In-Action Reports your Acme 
Idea Man will be glad to show you. Among these 
many Reports—all of which have been developed 
from actual experiences of dozens of industries— 
are certain to be Ideas that can be applied to your 
problems, for better, faster, more economical 
product handling, protection and storage. 





Your *Acme idea Man can be contacted at the near- 
est Acme Steel Company office. Simply look under 
“Steel Strapping” in your classified telephone 
directory, or send the coupon for full facts and 
information. 


E23 STEEL STRAPPING 
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ACME STEEL STRAPPING bundles flooring into secure pack- ACME/ steer STRAPPING packages and secures lumber for 
STEEL ages for faster, safer handling. (/dea No. S2-9) STEEL safer, faster shipment. (/dea No. U2-1) 


STEEL STRAPPING unitizes and braces plywood for car- 


ACME STEEL STRAPPING packages lumber for full utilization 
load movement. (/dea No. U1-10) 


STEEL of mechanical handling equipment. (/dea No. U1-11) 





IDEA BOOKS 


These three information packed Acme Steel Idea Books are Acme Steel Products Division 
available to you on request. They will provide dozens of clues to ACME STEEL COMPANY, Dept. ABU-77 
A 3 ; 


better ways to package and protect your products and plant output. 
deine P re P — Chicago 27, Illinois 


Please send me the new Acme Steel Idea Books | have checked 
below: 

0) Steel Strapping Catalog 1) Unitizing Catalog 

©) Packaged Lumber and Interlace Load Securement 

© Have an Acme Idea Man call. 


Name NEO ARSE TEN io 

WG cBiittabinin 

COmeen 
Write today for your choice of the above three Acme Steel Idea Books. — FS 2 


Merely indicate the books you want on the coupon at the right and mail. Your City Zone. State. 
request will be filled promptly, with no obligation. 





A New Trend 


Lumber Dealer Stores 





Shopping centers have mushroomed 
throughout the country in the last 10 
years. Only just recently, however, has the 
retail lumber dealer shown real interest 
in this development. 

After taking a second look at the shop- 
ping center movement, some dealers have 
become convinced that their products and 
services fit this retail pattern of mer- 
chandising. You see examples starting on 
the facing page. 

On the following pages you will see 
some of these new stores. In every case 
they are serviced by parent stores and 
warehouses within a few miles. They are 
almost 100% self-service. Their main tar- 
get is the homeowner, do-it-yourself cus- 
tomer. Deliveries are usually limited and 


SHOPPING 
CENTERS 





price tags often carry the “take with” 
label. 

High shopping center rentals prohibit 
lumber sheds with the store. But the use 
of the store as a home-planning and dec- 
orator center; as a place to initiate big- 
ticket packages; as a place to show 
samples of building products—in addi- 
tion to a salesroom for pickup merchan- 
dise—is proving a profitable business ven- 
ture for some dealers. 

Some 2,000 shopping centers are now 
operating throughout the country; an- 
other 400 are expected to open this year 
and 6,000 to 8,000 will be built within the 
next 20 years, it is predicted. This is an 
area that some dealers, who are thinking 
of expansion, will want to investigate. 


VITAL STATISTICS ON SHOPPING CENTER STORES* 


Fast turnover necessary to pay high overhead for premium space. 


Dealer A Dealer B 


Dealer C Dealer D Dealer E 





8,000 1,600 9,000 5,500 10,000 
none 500 4,000 


Selling space in square feet 
Non-selling space in square feet 3,500 200 


Minimum rent per year $5,880 $4,000 $12,000 8,400 $16,800 
Percentage of sales in rent 4% 4%, 4", % 

against minimum 
Length of lease 10 yrs. 5 yrs. 10 yrs. 10 yrs. 5 yrs. 
Length of renewal option 5 yrs. 5 yrs. 10 yrs. none 5 yrs. 


*These figures were submitted by lumber dealers, who are operating branch 
stores in shopping centers. 





Indoor-Outdoor Sales Area......... 59 

Appeals to Women Customers...... 62 

Picks Up Remodeling Leads......... 64 

INDEX TO THIS SECTION 10,000 Square Feet of Selling Space. .66 
Two-Level Store Opening Soon...... 68 

Dealer Plans 68-Acre Center........ 70 














Lumber dealer has 


INDOOR-OUTDOOR SALES AREA 


in Huge Shopping Center 





Big-ticket items and pickup merchandise get The biggest existing shopping center (71 acres) in 
which a lumber dealer operates a branch store is found 
strong promotion in dual sales area. at Hamilton, Ont. The Halliday Company, Ltd., “Can- 
ada’s Building Material Specialists,” have a 9,000 

square-foot store, which they opened in April, 1956. 


This a 100% self-service store. There is an entrance 
at either end with double display windows, also check- 
out counters. Fifteen employes staff this store. On the 
main floor ‘are found paint, tools, housewares, house- 
hold hardware and seasonal goods; the basement store 
has a finished recreation room; pickup lumber, molding 
and plywood; windows and doors, insulation, builders’ 
hardware, roll roofing, nails; plumbing and heating 


(continued on next page) 
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STORE ENTRANCE is duplicated with similar entrance on 
the rear with equal window space. Store has checkout 
counters at each entrance. 


sige LE 
ate 


: 


MAIN FLOOR sales area. Lumber, plywood and molding 


in rear have since been removed to basement sales area. 





INDOOR-OUTDOOR SALES AREA 


(begins on page 59) 





equipment and a tool rental department. Deliveries are 
made from main warehouse five miles away. 


Summarizing the first 14 months of the operation, 
Halliday spokesman expressed some disappointment 
over sales volume, but was optimistic about the future. 
Most of the promotion thus far has been on building 
materials. Now more emphasis is being placed on cash- 
and-carry items, particularly hardware and housewares. 
Better displays of these items is resulting in more 
traffic and higher sales. 

Store hours are 9 a.m. to 9 p.m., except Wednesday 
and Friday, 9 to 9. Newspaper display space is taken 


CASUAL LIVING AREA near 
shopping center parking lot is 
nicely landscaped. It promotes 
Halliday's summer cottages, ga- 
rages and homes in addition to 
lawn and garden furniture and 
equipment. 


“TAKE HOME 
PANELS ! 


SYLVAPLY 
PLYWOOD 





4 


STORE IS 100% SELF-SERVICE, but informed salesmen are available for 


advice and suggestions. 


once or twice weekly, also radio and TV time. 

In addition to its store, Halliday’s has a big casual 
outdoor living display in an area between the shopping 
center parking lot and the main road. Three summer 
cottages, two garages and a model home are found in 
an attractively landscaped area. Each furnished cottage 
serves as an informal planning center, where sample 
materials are displayed and each building packaged- 
priced. This makes a natural merchandising center for 
lawn and garden equipment. 

There are 74 stores in the 7l-acre shopping center. 
About 300,000 people live within 30 minutes driving 
time of the center. Stores include two supermarkets, 
two large department stores, two auto service stations 
and two banks. Three eight-story office buildings total- 
ing 500,000 square feet of air-conditioned space are 
yet to be built. Parking space is available for 25,000 
cars. 
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Bolta-Top is quickly and easily applied using conventional methods and materials 


Low-cost counter top 
quickly sells to do-it-yourself trade 


leo 


flexible plastic laminate with Mylar” 


Here’s the low-cost counter top material that is quick and easy to in- 

stall... comes in patterns and colors that sell. ..and is tough, long- 

wearing and stain resistant. And all these powerful selling points are 

right on the display rack—out where the customer can see them. Dis- 
See how the flexibility of Bolta-Top allows it | play racks and other sales promotion material are yours for the asking. 
to be formed around sharp corners. You can Bolta-Top is ideal for tables, desks, bathroom or any surface that 
have an unbroken surface with no chance of eis eg ‘ 

needs a beautiful, utilitarian finish. 


leakage or pulling up. 
THE GENERAL TIRE & RUBBER COMPANY 


BOLTA PRODUCTS DIVISION . LAWRENCE, MASS. 


One unbroken piece goes on quicker and looks 
better ...no need for cove molding to hold it 
in place and cause extra expense. 


il SS el re ‘ 
} “ ( 4 * MYLAR — DuPont's Reg. T. M. 
t , . : for its super-strength 

% polyester film. 


PLASTICS jf 


& Rove 


THE GENERAL TIRE & RUBBER COMPANY 
Bolta Products Division 
Lawrence, Mass. 


Please send me complete information on Bolta-Top counter-top material. 


Name 
Address 
City 
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Shopping Center Stores 


Housewares for housewives .. . 


CONTINUED 


but lumber pickup, too, in rear. 


Appeals to Women Customers 


Southwest store sells housewares, paint, pickup hardware 


and gift items, also lumber and plywood shorts. 


Diversified merchandise ranging 
from lumber to appliances, hard- 
ware, paint, housewares and gift 
items are stocked by Hamman Lum- 
ber Stores in the 39-store shopping 
center in Phoenix, Ariz. 

Operating for 16 months, this 
store does some contractor as well as 
consumer business. However, Ham- 
man has another store in the area 
to handle big-ticket sales. Ten em- 
ployes service the shopping center 
outlet, which also handles garden 
supplies and sporting goods. Shop- 
ping hours are from 9 a.m. to 8 p.m. 
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Besides the traffic from a super- 
market, department store, variety 
store, drug, photo and auto supply 
stores, Hamman offers. trading 
stamps and advertises in the Shop- 
ping News and by radio to get walk- 
in trade. 


A location very near to home- 
owner customers is a definite advan- 
tage, Hamman reports, but there are 
also disadvantages: lack of space, 
high rent and no rail spur. Some de- 
liveries are made direct from the 
shopping center store. 


Floyd D. Hamman, owner-man- 
ager of Hamman Lumber Stores, 
Inc., sums up his shopping center 
store this way: 

“We are near a large sub-division 
with many homeowners and the va- 
riety of stores with plenty of park- 
ing space makes it convenient for 
them to shop. Our business has in- 
creased almost 500% in the past 
year, but of course there’s no way of 
knowing how much of this is due to 
the new store or how long we will 
stay at this peak.” 


July 22, 1957, AMERICAN LUMBERMAN 














Today’s modern living habits require lots of storage 
space...in every room. You, as a dealer, not only have 
a tremendous new market for Wardrobe and Storage 
Unit sales ... but, with Qualitybilt Cabinets, new and 
better ammunition for making these sales faster, easier! 
Qualitybilt Storage Units can be combined in many 
ways to fit practically any room requirement. They save 
expensive lath and plaster construction... and practi- 


FARLEY & LOETSCHER 


BIRCH 
D 
CABINETS 


Since 1875... 


Complete Millwork Service 


cally eliminate costly on-the-job carpentry! The rich 
Birch wood and fine craftsmanship are in the famous 
Qualitybilt tradition. Each unit has been carefully 
tailored to meet modern family living requirements. 


Order them any of three ways—Semi-Assembled Un- 
finished (KD); Assembled Unfinished; or Assembled 
with Natural or Enamel finish. 


Contact your Qualitybilt Distributor... or write direct... today! 


FL 


[(Qualitybilt| 
SWOODWORK7 


FARLEY & LOETSCHER 


* DUBUQUE, IOWA 








Shopping Center Stores continven 
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EXTERIOR CLOSEUP of Merritt's shop- 
ping center store, which is open until 9 
five nights a week. 











PAINT AND ACCESSORIES (below) 
get a big play, also lawn and garden 
furniture and gift items. Greeting card 
racks run the length of one side of the 
store. 


MERRITT'S SHOPPING CENTER STORE 
lies between the department store and 
the supermarket. This is exclusively a 
store for homeowner, do-it-yourself cus- 
tomers. 








Store Picks-Up Remodeling Leads 


Sample displays of building materials also help boost 


traffic at main yards. 


_Open just eight months, the shop- 
ping center store operated by the 
Merritt Lumber Yards, Inc., Read- 
ing, Penna., is doing double duty: 
_ First, it serves as a sales center on 
its own for unpainted furniture, 
wallpaper, paint, art supplies, gar- 
den supplies, greeting cards and 
gifts; secondly, it serves as a cus- 
tomer referral point to Merritt’s 
nearest yard three miles away, 
where major building materials can 
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be purchased. Still another yard is 
only five miles distant. 

Also available in Merritt’s shop- 
ping center store are samples of 
floor coverings, paneling and a lim- 
ited number of other building items. 
For example, four combination 
doors were recently sold from one 
display unit. Plenty of literature is 
available on kitchens, do-it-yourself 
projects and the like. 

“Our shopping center store has 


helped our paint and decorating 
business and we are getting a good 
many leads for remodeling jobs,” 
says T. Merritt Ludwig, executive 
vice-president. 

Merritt’s is in an 18-store shop- 
ping center, which includes a super- 
market. Sears and Grant’s. Mer- 
ritt’s is open five nights a week until 
9, Saturday until 6. About 70% of 
the business is done between 5 and 
9 p.m. The shopping center draws 
from a population radius of 40,000. 
Parking space is provided for 2,600 
cars. 

Limited deliveries are made from 
Merritt’s shopping center store, 
which is staffed with 35 employes, 
depending on traffic. No contractors 
are serviced here. 
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the modern self-sealing shingle! 


It goes down in a BREEZE...stays down in a GALE! 
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Every Sealdon shingle has a strip of special sealing compound 
factory-applied to the underside of the shingle tab. As the 


Sealdon application is fast and easy. A special adhesive- 
repellent silicone paper separator keeps Sealdons from stick- 
ing together in the bundle. They slide apart at a touch, They’re 
packaged so every other shingle can quickly be flipped over 
into nailing position. Clumsy end-over-end “flopping” is 
eliminated. The silicone paper separators remain on the under- 
side of each shingle — eliminating tedious removal by hand, 
as well as time-consuming cleanup on the job. 


sun beats down, each Sealdon seals itself securely against 
every kind of wind or weather. The sealing compound is 
applied in ‘“‘dashes”’ to channel off rain and snow—preventing 
the damage that water accumulations might otherwise cause. 
A Sealdon roof will give many years of trouble-free service 


under the most severe weather conditions. 


“RUFE" SAYS: 

“Sealdons are made 
right and packaged 
right.” 


This latest addition to the Certain- are bundled considerably simplifies 


teed line of quality roofing materials —_ handling on the job. 

has built-in benefits for homeowners, ) 

. . . Sex is a sure se “iy . r al rs. 

builders, roofers and dealers alike. aldon is a sure seller for dealer 
Besides its self-sealing features, it 





Sealdon is self-sealing. It says put has the same long-wearing charac- 


in any weather. It means longer 


Se a teristics and wide range of beautiful 
roof life, fewer repair bills, greater “DASHES” 
OF SEALING 


COMPOUND 


a : colors that have long been associ- 
all-round economy for the home- — ae 
ated with Certain-teed Thick Butt 
owner. 

Shingles. 


Sealdon is designed and packaged 


with the builder and roofer in mind. 
Application is faster because waste 
motion is reduced. Labor costs are 


lower. 


Get complete details about new 
Certain-teed Sealdon Asphalt Shin- 
gles. Contact your nearest supplier 


—or write direct to us. 


SILICONE 
PAPER 


The unique way Sealdons 
1 : SEPARATOR 


Products of Certain-teed Products Corporation 
SOLD THROUGH 


BESTWALL CERTAIN-TEED SALES CORPORATION 


120 East Lancaster Avenue, Ardmore, Pa. 

EXPORT DEPARTMENT: 100 East 42nd St., New York 17, N.Y. 

ASPHALT ROOFING e SHINGLES e SIDING e ASBESTOS CEMENT SHINGLES AND SIDING 
FIBERGLAS BUILDING INSULATION e ROOF INSULATION e SIDING CUSHION 
PAINT PRODUCTS—ALKYD e LATEX e CASEIN e TEXTURE e PRIMER-SEALER 


\ \ 
Certain terd 


Certain-leed 


REG. U.S. PAT. OFF, 
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CENTRAL STAIRS to lumber, building product 


basement. 


r CHANNEL| 


DO-! 0 
0- IT- YounsELE dnd THE HOE ‘7 


CHANNEL LUMBER entrance to its 
shopping center store, open sevan days 
a week. 


BASEMENT STORE sells lumber, plywood, millwork, paneling, insulation and 


roofing. 


10,000 Square Feet of Selling Space 


New Jersey dealer uses basement to display major 


building materials; main sales floor is supermart for hard- 


ware and housewares. 


Sales in the new Channel Lumber 
Co. store in the Sayre Woods me 
ping Center near Sayreville, N. J., 
are running 40% ahead of the goal 
set by management, according to 
manager John Evans. 

Opened last December, the self- 
service store has two checkout coun- 
ters on the first floor; a 6,000- 
square-foot main floor salesroom 
featuring hardware, housewares 
and impulse merchandise; a 4,000- 
square-foot basement sales area for 
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lumber, plywood and major building 
materials. 

This basement lumber department 
has its own cash register. Gum tape 
is attached to basement products too 
large to wrap. Thus the upstairs 
cashier knows these items have been 
paid for. 

Bulky items and those costing 
over $30 are delivered from the 
shopping center store, which also 
has the advantage of another 4,000 
square feet of storage in the base- 


ment of an adjoining dress shop. A 
fenced-in area in the rear of the 
store is used to display lawn and 
garden products. Channel operates 
another yard 25 miles north. 

Contractor as well as homeowner 
trade is serviced in the new store, 
which is staffed by 15 full-time and 
25 part-time employes. The 33-store 
center includes a bank, two food 
supermarts, J. C. Penney store, 
Grant’s and Kresge’s. Direct mail 
and weekly ads in two suburban 
newspapers help pull traffic. 

“We like being in a shopping cen- 
ter,” declares manager Evans. “We 
feel that what’s good for the center 
is good for us. However, we would 
like more outside room to display 
lawn and garden merchandise.” 
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NOW NATIONALLY ADVERTISED IN FULL COLOR! 


SIMPSON FIR 
PLY WEAVE 


Dramatic full-color reproduction of 
this illustration and others will pro- 
mote Simpson Fir Plyweave for you 
in full-page ads in August issues of 
America’s two greatest home mag- 
azines — Better Homes & Gardens 
and Saturday Evening Post—reaching 
over 10 million potential customers! 

Plyweave’s tremendous popularity 
makes it a fast mover. It is not only 
beautiful . . . it is also rugged enough 
to take the wear-and-tear of areas 
like family rooms and boys’ and girls’ 
rooms and heavy traffic areas. 

Cash in on this great Fir Plyweave 
promotion appearing in consumer, 
architect and builder magazines. Make 
sure you have plenty of fir and red- 
wood Plyweave on hand when the 
promotion breaks, and make full use 
of the sales-making Fir Plyweave dis- 
play kit which Simpson provides. 
Order Simpson Plyweave now! 


You can also rely on Simpson for 
Acoustical, Insulating Board and Hard- 
board Products, plus a complete line 
of specialty plywood and doors. 


TER ee ee 


» This section of Plyweave shows 
the deeply-embossed pattern. 


Simpson Logging Company, Sales Office, 

Plywood & Doors, Room 702-A 

2301 N. Columbia Bivd., Portland 17, Oregon, 

FREE Plyweave sample together with Simpson's new 36-page booklet. “Manual on Finishing 
Plywood” has 68 full-color finish illustrations plus decorating ideas and suggestions for the use 
of plywood in the home. 


NAME 





ADDRESS 





PLYWOOD & DOOR PRODUCTS 
Regional Offices in New York, Cleveland, Chicago, Denver, 
Mii lis, M his, Dallas, Los Angeles, Portland, Seattle. 


a ’ Pr 


City 
PLEASE PRINT 





ee 
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Shopping Center Stores 
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Two-Level 
Store Opening 
Soon 


Another retail building materials 
store, this one in Thompsonville, 
Conn., will open in a shopping center 
next September. It will be called 
Lumber Jack Stores, Inc. The parent 
store is the Windsor Locks (Conn.) 
Lumber Co., five miles away. Deliv- 
eries will be made from the branch 
as well as the main store. 

The shopping center store will be 
designed to separate contractor and 
consumer customers as much as pos- 
sible. The basement store will be 
primarily a contractor area while 
the main sales floor will be for con- 
sumer traffic. 


mgt oes a 


ad,” a = ee 
es . 


UNDER CONSTRUCTION straight ahead is the Lumber Jack Stores, Inc., one of 12 stores 


in the new Thompsonville, Conn., shopping center. 


Five employes will staff the new 
store, which will be open from 8 to 
6 with night shopping hours to 9 
on Thursday and Friday. There will 


be 12 stores in the center and park- 
ing for 800 cars. The center will 
serve a population area of 93,000 





FARM FENCE and POSTS 


ae FENCE Continental Flame Sealed Fence lasts longer. The zinc is actually 


welded to the steel. Two styles of fence posts, studded “T” and “U”. 
AND ¢ GUARANTEED! 


Customers like Continental Ornamental Fence with its clean, 
bright galvanized finish. Made of special analysis 

COPPER STEEL. Single and double picket. 

All popular sizes and types with a variety of finishes, heads and 
points to meet every need. Available in convenient, easy-to-handle, 
fiberboard containers. 

(Shown below) The easy-selling advantages of the new 

Tyl-Lyke Bin Door... help you sell more roofing. 

Farmers like the better looking, longer lasting, more 

weather tight Continental roofing and siding. 


CONTINENTAL 


STEEL CORPORATION - KOKOMG®, INDIANA 


PRODUCERS OF: 15 Types of Farm Fence, 
Posts, Gates, Barbed Wire. Standard 
Styles of Galvanized Roofing and 
Siding. Nails, Staples, Lawn 
Fence, Wire Products. 


e SINGLE SOURCE BUYING THAT MULTIPLIES YOUR PROFITS! 
ORNAMENTAL FENCE 


Ree werierae i 7, ae TYL-LYKE BIN DOOR 
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To sell home buyers 
—/look to Yale! 


Floats on air! 


YALE’ 


Sleeline 


SLIDING DOOR 
HARDWARE 


For 4%", 1%” standard door thicknesses 


When home shoppers see your model home—make it a magic carpet ride for them! 
Give them the little miracles of convenience and efficiency that close sales. 
For instance: new Yale Steeline Sliding Door Hardware—latest item created 
TWO MORE by Yale to make the builder’s life easier. Steeline is low-priced...easy to install... 
NEW YALE SELLERS! works so smoothly, effortlessly it seems to float on air. As for details: 
Yale Brandywine (right)—this sea- heavy-gauge steel track and hangers; nylon wheels (they'll last a housetime! ) ; 
son's key-in-knob design sensation: lengths for 4, 5, 6 and 8-foot door openings; one hanger size to fit both %4” 


premium-lockset quality and style at aye é 4 : : é ' 
lowest price ever. Yale Home Safe and 1%” doors. Suggest you investigate Yale Steeline now! 


(left)—guaranteed fire-insulated. Wall 
model fits between studs; floor model, For today’s big doings in locks and hardware—LOOK TO YALE! 


into joists. 9” D x 16” H x 12%” W. 


YALE—REG.U.S.PAT.OFF. The Yale & Towne Manufacturing Co., Lock & Hardware Div., White Plains, N. Y. 3 | 8 ’ ¥ | 3 
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Shopping Center Stores coyrixvev 


Looking Ahead 


Building mart and yard part 
of elaborate Maryland shopping 


center scheduled by lumber 
dealer. 


Extensive plans for a 68-acre 
shopping center are being made by 
G. Kessler Livezey, Jr., The Livezey 
Lumber Co., Havre de Grace, Md. 


James N. Lindenberger, Chicago 
architect and consultant to Ameri- 
can Lumberman, has drawn prelim- 
inary plans. 

Livezey’s center will include a 
lumberyard and warehouse with a 
rail siding in addition to his retail 
store of 9,000 square feet; a base- 
ment store will allow an additional 
3,000 square feet. 

Here are some of the highlights 
of the projected development: 12 re- 
tail shops; two-story and basement 


Dealer Plans 68-Acre Center 


department store of 180,000 square 
feet; four-story office building, 11,- 
500 square feet each floor, two movie 
theaters, one indoor and one outdoor 
theater, each seating 500; outdoor 
swimming pool and cabanas; res- 
taurant and dancing pavilion; 32- 
unit model; kindergarten for shop- 
pers; parking space for 1,000 cars 
with available area for 1,000 more. 

The $4 million development will 
serve 20,000 people within a 30-mile 
radius. 





/ / 
W 


Tapered all steel brass * 
finish, rust resistant. ~* 
Made in 5 popular 
sizes, automatic self- 
leveling glide, tilts, 
swivels, adjusts to 
straight or flare style, 


- SS 
U 


STEEL BRACKET . 


..made of genuine ° 
hardwood beautifully . 
tapered, in 8 popular . 
- sizes from 31” to 28”. . 
Swivel glide or solid . 
brass ferrule, . 


* Hairpin leg made of 
* heavy steel in 5 sizes, 


* Ty: in black, brass or 
° STEEL BRACKET, 
for straight or flare style . for straight or flare style. 


BED SPRING 
LEGS 


WROUGHT 
IRON LEGS 


i 


Cc 


Gracefully tapered of 
genuine hardwood. 
Patented steel clamp 
converts any coil or 
flat spring into a 
Hollywood bed. 7” in 
height comes in 
mahogany, blond or 
unfinished. 


easily attached, available : 


copper finish. 


CATALOG 


SHELF 
SPACERS 


BRACKETS 
SHELF 


Heavy duty wrought 
iron for shelves, 
doorways, flower 
boxes and signs. 


- 
| 4 


Revolutionary new way 

to build bookcases, room - 
dividers, step tables 

and shelves. Made 

in two sizes of 

genuine hardwood. 


DENNIX PRODUCTS CO. 


DEPT. 7157—32-04 DOWNING STREET - FLUSHING 54, NEW YORK 


MANUFACTURERS OF THE WORLD'S 


Meet us at the National Hardware Show e 


AND FURNITURE 
Oct. 
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ND WROUGHT IRON 


e Coliseum e Booth 598 
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SISALATION 


becomes real Profit- Maker 
as aluminum foil popularity 
grows, Say dealers. 


Why not reap the benefits of the current promotion of aluminum 
foil by pushing Sisalation Foil-type to your customers. Remember 
it has extra advantages for your customers, because it combines 
aluminum foil with tear-proof Sisalkraft. 

Here’s a quality reflective insulation and vapor barrier for side- 
walls, ceilings and floors. Ideal too for attics, basements and 
garages. 

Your sales story? Sisalation is extremely low in cost. It’s easiest 
to apply because it’s tough. Helps prevent condensation damage 

saves fuel bills. A good name behind it, too! 

Available in 36” and 48” widths — specify Foil-type or regular. 
Write for free samples, stuffers and other sales aids. 


American SISALKRAFT Corporation 


Chicago 6 ¢ New York 17 © San Francisco 5 


In Canada Sisalkraft products are sold under the following names: Orange Label Fibreen, Sisalation, Copper 
Armored Fibreen, Fibreen Vaporstop, Fibreen Moistop — contact Alexander Murray & Co., Ltd., Montreal 








| aes 


Other Products in the 
SISALKRAFT LINE 


Orange Label Sisalkraft — Water- 
proof, reenforced building poper 
Sisalkraft Moistop — Permanent 
vapor barrier 

Sisalkraft Vaporstop — Rot resistant 
vapor barrier 

Copper Armored Sisalkraft — Elec- 
tro sheet copper for concealed flashing 
and waterproofing 

Sisalite — Pure polyethylene film 
Sisal-Glaze — New plastic glass re- 
placement 
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Now! Johns-Manville brings you 


o> exciting new 


in the industrys most complete line of 


Johns-Manville Johns-Manville é 


STRONGBORD STRONGBORD 


World’s Strongbord is the strongest 4” Insulating Board 
Sheathing on the market! So strong it can be used 


without corner bracing. Designed to meet FHA H 
Strongest requirements. Both asbestos and wood sidewall Fibretex 


- shingles can be applied directly to Strongbord, ° 
Insulating using special ring barbed nails following J-M Acoustical 


Board specifications. Panels 


NOW! 4 Insulating Board Plants located ie 


to give you finest service! 


Johns-Manville is completing a new plant at Klamath Falls, Ore. and 
recently has constructed a new plant at North Bay, Ont. which is now 
in operation. These factories, in addition to others already in opera- 
tion at Natchez, Miss. and Jarrett, Va., assure prompt, reliable 
service for all your Insulating Board requirements. 
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| products 


Insulating Boards 





Each Fibretex Panel contains hundreds of New 3 in ] Provides in one unit and operation: (1) a beauti- 
small noise traps which absorb up to 75% of ful finished ceiling; (2) insulation; (3) a structural 
the room noise that strikes them. Panels are Insulatin roof deck for patented Seal-O-Matic” Asphalt 
prefinished in white. Furnished with Light- q Shingles or built-up roofing. Comes with or 
ning Joint or with square edge. Panels are 12”x Roof- without vapor barrier and in thicknesses of 114”, 
12”, and 12”x 24”, 4” and 34” thick. All panels 2” and 3” to meet climatic conditions. Designed 


come in uniform and random drilled pattern. deck to meet FHA requirements. 





FR LE / more information on the industry’s most complete line of insulating Board products 


| Decorative Ceiling Panel Name PN ET 





ia Strongbord L 
c 


~] Building Board (large size sheets Address ee 








[] Fibretex Acoustical Panels | 

> ; — that build, insulate, decorate) ; 

L — Insulating Roofdeck CJ Shingle Backer (for use with City LSS 
| Decorative Wall Plank ' Colorbestos® sidewalls) a ES a | ee ee ee 
a Y 


JOHNS -MANVILLE 


j | 1@ Check products of interest, address 
Ji j ~ Johns- Manville, Box 111, New York 
oO cad 4 qi hw 3 rd 16; in Canada, Port Credit, Ontario. 


PRODUCTS 
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NEW 


PRODUCTS 


What's New in Power & Hand Tools 


Here are some of the latest 
products offered by manufactur- 


ers for your tool department. 





SK, ORI woRiVe RIE 
heist: ee 








Drill-Drive Kit 


Packed in a display package, the 
Dril ’N Drive Kit includes a model 503 
Skil %” drill, five twist drills, four 
spade drills for wood, a screw driver 
attachment with slotted and Phillips 
head bits, and a set of five counter- 
sink bits. The latter drill pilot, shank 
and countersink holes in one operation. 
Skil Corp., Dept. AL, 5033 Elston Ave., 
Chicago 30, Ill. 
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Shure-Set Counter Display 


The CD-100 Shure-Set Counter Dis- 
play features a battery-operated mo- 
tor which brings the hammer down 
again and again on the anvil of the 
Shure-Set tool. A hammer-in fastening 
tocl, Shure Set makes tough fastening 
jobs easy and fast for every carpenter, 
electrician and craftsman, it is said. 
Tedious drilling, filling, chipping and 
plugging is gone forever, a few taps 
and your fastening is set, maker says. 
Ramset Fastening System, Dept. AL, 
12117 Berea Road, Cleveland 11, Ohio. 
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74 


Two-Speed ¥/s" Power Drill 


The %” size is just right for most 
work and the two-speed feature gives 
just the right speed for different jobs, 
manufacturer says. Hi-speed (3,000 
rpm) for drilling through steel to 
5/32”, wood to %”, aluminum, brass 
and copper to 4”. Lo-speed (1,000 
rpm) is best for heavier materials and 
masonry or concrete to %”, it is said. 
Speed change is easy, quick, positive; 
no gear shifting. Ingenious 115 V 
Universal AC/DC two amp. motor de- 
livers maximum torque under load. 
—— of drill includes %” geared 
chuck, ball thrust and oversize oilite 
bearings. Size 12%” x 4%” x 2%”. 
Wen Products, Inc., Dept. AL, 5808 
Northwest Highway, Chicago 31, III. 
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Panel Cutting Machine 


A new heavy-duty panel cutting ma- 
chine, capable of a 62” cut-off stroke 
and available in models ranging in 
horsepower from 3 to 10, is announced 
by DeWalt, Inc. The DeWalt panel 
cutter can be used on large dimen- 
sioned ferrous materials such as a 
subway grating, maker says. It is also 
suited for the cutting of non-ferrous 
metals, plywood panels and large 
sheets of other materials such as plas- 
tics and composition boards. Power- 
ful direct-drive motor tilts to any 
angle of bevel and quickly swivels for 
ripping. DeWalt, Inc., Dept. AL, Lan- 
caster, Penna. 
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Delta 14/11 Lathe Kit 


Delta announces a new complete ad- 
vertising and promotion kit, which is 
designed to help dealers sell its all 
new Delta 14/11 lathe. The kit pro- 
vides for publicity, local newspaper 
advertising, point-of-sale display, win- 
dow display, direct mail promotion, 
etc. Called the 14/11 because of its 14 
and 11” capacity, the Delta Homecraft 
Lathe is also rugged enough for light 
machining of metals and for metal 
spinning. Styled by Raymond Loewy, 
it is designed to add a neat, modern 
look to the home workshop. Delta 
Power Tool Div., Rockwell Mfg. Co., 
Dept. AL, 400 N. Lexington Ave., 
Pittsburgh 8, Penna. 
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Pegboard Racks 


New pegboard racks for the display 
of Targethead striking tools are now 
available. Made of sturdy metal and 


colorfully labeled, the new_ racks 
stimulate sales by displaying Target- 
head tools in a heads-up position that 
draws attention to their exclusive de- 
sign features. Ten different racks and 
tool assortments are available, each 
comprised of tools selected to provide 
dealers with a good cross-section of 
fast-moving items. Wall adapters are 
available for dealers without pegboard 
facilities. Damascus Steel Products 
Corp., Dept. AL, Rockford, II. 
Circle No. 206 on Coupon, page 100 


Power Chain Saw 


A new model power chain saw is 
the Pioneer RA. It features a snap-off 
shroud that can be removed quickly 

(continued on page 76) 
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CROSSETT Lumber is 
Better Lumber... 
because Ray Tutt is on the 
Crossett “team” ... A veteran 
sawmill superintendent, Ray has 
the know-how and the equipment 
for producing fine lumber, and he 























LUMBER COMPANY 


A Division of The Crossett Company 
CROSSETT ARKANSAS 
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NEW PRODUCTS 
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to expose the entire engine for main- 
tenance. It is said to be lighter than 
previous Pioneer saws. The chain is 
designed for direct drive; weaving 
and link breakage are said to be mini- 
mized. Finger-tip controls operate 
throttle and oil. A safety factor is the 
no-snag position of the throttle. Igni- 
tion system is claimed weatherproof. 
Muffler is spark-arresting and is di- 
rected away from operator and the 
work. Pioneer Saws Div., Outboard 
Marine Corp., Dept. AL, Waukegan, 
Til. 
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Cushion-Grip Hammer 


A new cushion-grip hammer de- 
signed for greater safety and longer 
wear under the hardest job conditions 
is announced. A rugged one piece 
forged steel I-Beam construction of 
head and shaft assures that the head 
cannot break off from the handle. The 
comfortable perforated neoprene grip 





with Teigh 4 


AWNINGS ann CANOPIES 


and Leigh Imperials mean fast, profitable 
sales. Shoppers become buyers when you 
tell ‘em the Leigh price — so low it melts 
all sales resistance. And Leigh awnings are 
packaged — easy to stock, sell and install. 


They come in the right styles, sizes and 
colors for every installation — from small 
home windows to huge store fronts. But 
just a few popular sizes — a very modest 
investment—can put you in the profitable 
metal awning business, right now. 


see your favorite jobber or write 








DOOR CANOPY 


Here's a fast-selling 
metal door canopy at 
the lowest price of all. 
A one-piece unit anyone 
can install in just minutes ! 
Same superior quality 
ond styling that makes 
Leigh Imperials the finest 
you can sell. 








| e BUILDING PRODUCTS DIVISION 
EtG Air Control Products, Inc. 
r 1857 Lee St. Coopersville, Michigan 
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is mechanically locked onto the steel 
shaft so that it cannot loosen, stretch 
or slide off. It absorbs impact shocks. 
Hammer is finished in jet black with 
highly polished head. Length is 12%”. 
The Bridgeport Hardware Mfg. Corp., 
Dept. AL, 461 Iranistan Ave., Bridge- 
port, Conn. 
Circle No. 208 on Coupon, page 100 


Versa-Vise Tool 

The new Versa-Vise is more than a 
vise, it is a workshop tool, says maker. 
Locks automatically when and where 
jaws are tightened. It turns to most 
convenient work position, standing or 
laid flat. Accessories for vise flexibil- 
ity include a right angle adapter, 
which adds tilt adjustment for holding 
work at any angle; a flush base, which 
inverts, stores flush with bench top 
when vise is not in use, plus an extra 
base, which permits the handyman to 
lift vise off regular base and carry it 
to an extra base installed wherever he 
wishes to work. The Will-Burt Co., 
Dept. AL, Orrville, Ohio. 
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Floor Polisher Attachment 
Packed to sell itself, the new Millers 
Falls No. 8820 Floor Polisher Attach- 
ment comes in a rugged, compact 
shipping carton that quickly sets up 
as a self-display package. Designed 
for use with the No. 888 Dyno-Mite 
Power Unit, it is the first of the many 
attachments available for the 888 
which is made especially for Mrs. 
Housewife. It features floating Twin- 
Six brushes and red Vinylite protec- 
tive bumper and Flexi-Grip handle. 
Millers Falls Co., Dept. AL, 57 Wells 
St., Greenfield, Mass. 
Circle No. 211 on Coupon, page 100 
(continued on page 78) 
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THREE STEPS TO SUE SALES! 


Always have a supply of sales lit- 
erature on hand. Full color folders, 
promotional material and sales aids 
are FREE to every recognized build- 
ing supply dealer. 


3e sure to tell new home planners 
about the BILCO Door. Remind them 
that supplementing the inside stair 
with direct access is the only way to 
have a useful, convenient and safe 
basement. And Bilco Stair Stringers 
make building steps easier, more 
economical than ever before. 


Create interest and sales by setting 
up this “Silent Salesman” in your 
yard or showroom. A standard size 
A painted bright red comes equipped 
with attractive sign. Sold at a very 
special price on a money back 
guarantee. 





Follow these steps and sell BILCO Doors 
in volume for new homes and to replace 
wood hatchways. Available immediately from 
wholesale distributors in most sections. Bilco Basement Doors are packaged 

for convenient storage and handling. 














Now you can | AMERICA’S FINEST 
sell packaged . BASEMENT DOOR 
stair stringers ‘ 
for quick, easy 


| The BILCO Co., Dept. 131D, New Haven, Conn. 
installation | F * | 

| 

| 


Gentlemen: 
[_] Please send samples of literature so we can order a supply. 


of basement C] Please send information on the display offer. 


stairways. 





| Name 
l Company 


ae 
Sold only by Lumber and Building Supply Dealers. ‘ 
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Big Capacity Staple Gun 


A new line of narrow-crown pneu- 
matic staple nailers is capable of driv- 
ing more than 5,000 staple-nails with 
one loading. Each of the two new 
models forms and drives a %” crown 
staple. Leg lengths are %”, 7/16” 
and %”, depending on the cartridge 
used. Model 32 provides a light sta- 
ple; model 52, a heavy staple. Each 
staple-nail is formed from a flexible 
belt of precut wire lengths coiled in 
an expendable plastic magazine. Sta- 


ate 


ple-nails are available with chisel, di- 
vergent and special point styles. 
Swingline Industrial Corp., Dept. AL, 
43-34 32nd Place, Long Island City, 
ee 
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Drives Studs 





OZARK MOUNTAIN GROWN — HARD, 
LONG LIFE, BEAUTIFUL COLOR 
AND GRAIN UNIFORMITY 


EXCELLENT MILLWORK — SMOOTH — 
SAVES SANDING TIME AND LABOR 


DOUBLE HOLLOW BACK 


EASED EDGES ON TONGUE AND 
GROOVE MAKES JOINING EASIER 


Pi. 


The VP Stud Hammer is said to be 
the first piston-driven power-actuated 
fastening tool. The tool is designed 
for fastening wood and sheet metal 
items to concrete. It fires a blank cart- 
ridge, and drives a special nail stud. 
Ricocheting is said to be prevented 
because the nail stud is pushed into 
the surface instead of shot into it. It 
cannot be operated until in firing posi- 
tion. Available are three nail stud 
sizes, 14”, 1%” and 2%” long. Only 
one type and load of cartridge is used. 
Depth of nail stud penetration is con- 
trollable. The tool weighs about six 
pounds. Included is a carrying case. 
Velocity Power Tool Co., 201 N. Brad- 
dock Ave., Pittsburgh 8, Penna. 
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Papcett-SMITH 
OAK FLOORING 
IS SUPERIOR 


ADGETT- 


Seeing is believing — laying is 
proof that P.S. flooring has 
everything anyone would want 
in fine flooring. This is not 
run-of-the-mill flooring but a 
carefully selected, precision- 
milled and weed y flooring 
that builds prestige and re- 
peat business for you. 


Try P.$. Oak Flooring on 

your next job, one of 
nature's finest building 
materials from the Mis- 
souri Ozarks. 


MITH FLOORING COMPANY 
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Plywood V Grooving Machine 


The new Multiscore Plywood V 
Grooving Machine is a sturdily built 
unit that carries seven carbide-tipped 
“V” cutters and two edge bevelers, one 
of which works in conjunction with a 
carbide-tipped skinner saw that trims 
overwidth panels to 48”. A power-fed 
machine on which the feed roll also 
acts as a pressure roll to compensate 
for the variation in thicknesses of 
panels being grooved, the Multiscore 
Groover is capable of producing in ex- 
cess of 6,000 square feet of stock 4x8 
panels per hour. Designed and devel- 
oped by the Shifton Plywood Co., Se- 
attle, the unit is powered to handle 
any ordinary production or warehouse 
job, but can be obtained with special 
motors and wiring for manufacturing 
use. Multiscore Co., Inc., Dept. AL, 
1452 Elliott Ave., W., Seattle, Wash. 


Circle No. 214 on Coupon, page 100 
(continued on page 80) 





July 22, 1957, AMERICAN LUMBERMAN AND 





New spurs for 
insulation sales 
to do-it-yourselfers 


Now-—right up front where all can 
see—you can display the Bostitch T5 
Tacker and Bostitch staples for both 
tackers and hammers. Watch them 
spur sales of insulation, ceiling tile, 
screening. 

And with every sale you can hand 
customers our new instruction book- 
let entitled ““The Quickest and Easiest 
and Best Way to Install Insulation 
and Ceiling Tile.” 

Both displays and booklets can be 
yours if you simply call your nearest 
Bostitch representative or mail the 
coupon below. 


MAIL NOW TO GET THE MOST OUT OF THIS 


Fasten it better and faster with 


BOSTITCH 


ie a STAPLES 


BUILDING PRODUCTS MERCHANDISER 


ifs ogey with a. 


\ BOSTITCH H2B HAMMER 


enTS TACKER 


@ P\ and Genldihe BOSTITCH STAPLES 
ane ASK TO TRY OME; 


the Jobs a cinch 
when you use g. - 


BOSTITCH.... 


TS TACKER 


THE HAND 
FOR Wome TACK 


tow 


ER stPtins 
BUlLbing PROJECTS 


BOSTITCH, 747 Briggs Drive, East Greenwich, Rhode Island 


Please send the following: 
] Insulation display 
(] T5 Tacker display 
Copies of the instruction booklet on insulation 
and ceiling tile 


Name 
Company 
Address 


City — ——— 


My Bostitch representative is 
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Four-Position Handle 

A new extra heavy-duty %” drill 
with adjustable (or removable) four- 
position rear handle is announced. The 
drill, with speed and torque require- 
ments for continuous industrial use, 
is much easier to use in tight spots 
with the new handle, maker says. The 
armature has two ball bearings and 
the spindle has ball and needle bear- 
ings. The motor pulls a full five amps. 
The new drill is equipped with gear- 
type chuck and key, 10’ rubber cov- 
ered three-wire cord with molded 
strain relief, plug and adapter. Port- 


320 W. 83rd St., Chicago 20, IIl. 
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Makes TW&J 
A Dependable 
Source of 
Well Manufactured, 
Seasoned and Graded 
Lumber and 
Lumber Products 


* 


Mr. Q.C.(Quality Control) is our name 
for Lee Moffett one of the best informed 
Quality Control men in the lumber 
industry. By rigid inspection of mill 
production, grading and shipping 
TW&J assures customers uniform 
quality in lumber and lumber products. 


In Addition 


TW&J's BALANCED LUMBER SERVICE 
includes the procurement and distribution 
of all West Coast lumber products to give 
the trade true ONE CALL service. 


TarTer.WERSTER & JOHNSON. INC. 


P.O. BOX 3498 i . 
San Francisco 19, California @ 


PRospect 6-4200 Teletype SF 211 
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able Electric Tools, Inc., Dept. AL, 








Hammer Line 


A complete new line of Rocket ball 
pein hammers is being introduced. The 
items feature a streamlined head fin- 
ished in rust-resisting black with pol- 
ished pein and face. They are said to 
be precisely balanced. Shafts are of 
chrome-plated tubular steel of boron- 
steel alloy. Head is permanently locked 
to the handle. Grip is of neoprene-fiber 
which resists grease and oil. Available 
in 8 oz., 12 0z., 1 lb., 1% Ib. and 2 Ib. 
True Temper Corp., Dept. AL, 1623 
Euclid 15, Ohio. 
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New Striking Tool Design 


Cold chisels, stone chisels, punches, 
star drills and calking irons have been 
given a new “Target-head” design, 
claimed to provide up to three times 
more striking area than previously. In- 
stead of tapering the tools to a strik- 
ing surface narrower than the tool 
shank, the new line has a_ heavier, 
wider head with grooved concentric 
rings that are said to practically elimi- 
nate mushrooming and spalling. The 
tools are being merchandised in 
“heads up” pegboard displays. Damas- 
cus Steel Products Corp., Dept. AL, 
2215 Kishwaukee St., Rockford, III. 
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Redesigned Saw Line 


A complete redesign of its line of 
portable electric saws is announced by 
Black & Decker, which will increase 
each saw’s power, safety and handling 
ease. In addition to the No. 63 Saw 
introduced last year, the line now in- 
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cludes the new 73, 83 and 93 heavy- 
duty saws. Features of the new saws 
include up to 25% more power than 
previous models, greater cutting speed, 
switch guard to prevent accidental 
tripping of the instant release trigger 
switch, line of cut visible at all times. 
The Black & Decker Mfg. Co., Dept. 
AL, Towson 4, Md. 
Circle No. 218 on Coupon, page 100 


t ra 
? oad = m 
1 
4 
= t 


Grand Clampmaster C-Clamp 


Newest development in the Grand 
Clampmaster C-Clamp is a ratchet 
screw that instantly positions clamp 
screw and releases it with a trigger 
action, says manufacturer. Cuts job 
time by eliminating tedious turning, 
it is said. Alloy steel construction 
gives added strength and permits a 
throat depth up to 6”. Screw, handle 
and swivel are copperplated for pro- 
tection against welding spatter and 
rust-proofed with baked enamel finish. 
Grand Specialties Co., Dept. AL, 3101 
W. Grand Ave., Chicago 22, Ill. 

Circle No. 219 on Coupon, page 100 


Plastic Door Knobs 


New decorative door knobs, com- 
pression-molded from Lucite acrylic 
resin are said to add color versatility 
and broad design possibilities to the 
knob field. They are available in a wide 
range of shapes and colors. Metallic 
flakes are embedded in the clear Lu- 
cite. Knobs can be used for exterior 
and interior doors. The knobs are 
claimed to be strong, resistant to shat- 
tering and not affected by age or nor- 
mal use, do not tarnish. The knobs are 
non-conductors of electricity, an im- 
portant point where static from rugs 
is encountered. Fluoro Plastics, Inc., 
Dept. AL, 4546 Baker St., Philadel- 
phia, Penna. 

Circle No. 220 on Coupon, page 100 
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* They're Backed by Heavy 
Consumer Advertising 





in FARM JOURNAL 
and all these 
state farm papers: 


Ohio, Michigan, lowa, Mis- 

souri, Kentucky, Florida, 

Indiana and Illinois (Prairie 
Farmer)... plus Poultry Tribune and Farm Youth 
Papers. 


DIRECT mal 


>K And They Get 
Point-of-Sale Cooperation 
| Fl 


i 


o 
t 


»..in the form of catalogs, 
stuffers, mailers, newspaper ad mats, farm account 
books, and other valuable sales promotion aids. 





PLUS A POWERFUL ) 
NEW TRAFFIC BUILDER 


...a “Give me a name” contest offering 
ten valuable prizes. Open 

to farm youths who must 

get details and entry 

blanks from you. That 


means more traffic, 
more sales! 








CZ 


ay MID-STATES DEALERS 


SELL MORE 


> MERCHANDISE > 


They Have a 
* Complete Une : 


FARM FENCE 


. in a wide va- 
riety of types and 
sizes... all top 
quality, tightly 
wound in neat, 
clean rolls; look 
good; easy to sell! 


STEEL POSTS 


Famous curved-face a 
design... both “T” I 
rail and studded-tee 
styles. 


~ 








NEVER. SAG ALL-STEEL GATES 


NEW KEYLINE 
HEXAGON 
POULTRY 
NETTING 


PLUS — hardware cloth, welded fabric, 
fence stretchers, wire splicers, bale ties, 
brace wire, clothes line, staples, nails, 
stitching wire, stove pipe wire... and 
many other related products. 





MIDSSTATE 


MID-STATES STEEL & WIRE COMPANY 
CRAWFORDSVILLE, INDIANA @ JACKSONVILLE, FLORIDA 
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Better Building Begins | >= veg POINTERS 5, 


JOIST | 
SUPPORTS | 


Greatest 
advancement 

in structural 
supports in 

the past 50 years! 





@ One size does the job on 6”, 
8”, 10” and 12” joists 

@ Available in all widths 

@ Pay for themselves many 
times over in labor savings 


@ Support 4-ton load at point of 
contact 

@ Perfect fit without notching or 
shimming 

@ Drilled both ways for nails or bolts 


@ Serve as Tie-in plus support of 
structure 















































LOWERED CEILINGS ADD-ON PROJECTS FRAMED CHIMNEYS 


The SAG is Gone for Good 

















SHELF and POLE 
BRACKETS 


@ Ends sagging poles and 
shelves 

@ Sturdy black wrought iron 
—enhances the appear- 
ance of any closet 

@ Accommodates standard 
shelves and 1%” poles 

@ Save $$ installation time 

@ ideal for center support 
for long poles 





Write for Complete Information 
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Shadow Boxes Build Store Traffic 


Brightly-painted window display fixtures built 
like shadow boxes are eye-catchers at Foxworth- 
Galbraith Lumber Co., Paris, Tex. The boxes are 
built in a variety of large and small sizes, each 
painted a different color. They are placed flush 
against the store’s front show window and fea- 
ture items of interest to the woman buyer. 


“Results were immediate,” says Henry Ellis, 
manager. “Our yard faces a_heavily-traveled 
highway. The bright splash of color really 
brought in the women. Sales as well as store 
traffic have been gratifying.” 





























yp) mite STEEL PRODUCTS CO. 


104 'W. 86th St. * Minneapolis 20, Minn. 
Circle No. 30 on Coupon, page 100 
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What's Your Answer? 
(Answers on page 94) 


1. If you really want to capitalize on the power 
teols market, what should you carry in the way 
of stock? 


2. What will enable you to discuss in detail with 
your customers methods of finishing, decorating 
ideas and suggestions for the use of plywood in 
the home? 


3. Name five ways in which a rental tool depart- 
ment can become a profitable sideline. 


4. How many distinguished lock design possibilities 
may your customers choose from in Sargent’s 
new SentryLock? 


When the yard master at Banner Lumber Co. 
was told that two carloads of lumber were com- 
ing in and it was too much for his yard crew to 
handle, what was his solution? 


6. What is Simazin 50W? 


7. When a dealer begins to cultivate the do-it- 
yourself trade with hand and power tools, what 
are three good policies to consider? 


uo 


8. What new latex additive for cement, plaster and 
other materials offers you a new way to more 
profit? 


9. (1) What type of customer is the main target of 
the dealer who operates a branch store in a huge 
shopping center and (2) on which items is a big 
Canadian shopping center store placing more 
emphasis? 


10. To which of your customers is Alcoa beaming its 
strong advertising campaigns on a new alumi- 
num gate? 
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“My customers ask for Orangeburg 
Pipe by brand name because they have 
confidence in its quality. They've seen 
it advertised in magazines like Life, 
Better Homes & Garden, American 
Home, the Farm Journal and many 
others. What's more, they know that 
Orangeburg meets modern building 
standards which call for speed, qaul- 
ity and low cost.” 


Here’s why: Orangeburg Root- 
Proof Pipe comes in long, 8-foot 
lengths that install fast and cut costs. 
Its famous Taperweld Joints seal 
root-proof with a few hammer taps 
and the material is so tough and 
resilient it lasts for years. Over 
200,000,000 feet of Orangeburg Pipe 
are in service from Maine to Cali- 
fornia, some for 50 years and still 
operating like new. ( 


BUILDING PRODUCTS MERCHANDISER 


Why men who know Building 
--.USe and recommend 


me ORANGEBURG “sx 


“This is My Big Seller!” 


Orangeburg Root-Proof Pipe is 
made in 2”, 3”, 4”, 5” and 6” sizes for 
house-to-sewer and septic tank con- 
nections, downspout run-offs, storm 
drains and other outside non-pres- 
sure underground lines. 


Orangeburg Perforated Pipe, in 4” 
size, is ideal for septic tank disposal 
fields, foundation drains and for 
draining wet spots everywhere. 

Write Department AL-77 for 
complete details. 


ORANGEBURG MANUFACTURING CO., INC. 
West Coast Plant: 


ORANGEBURG, N. Y. 











COMPLETE LINE 
OF EXCLUSIVE 
ORANGEBURG FITTINGS 











V4 BEND 





Ve 
BEND 


Exclusive Orangeburg Fittings featuring 
the famous Orangeburg Taperweld Joint 
which simplifies installation. 














NEWARK, CALIF. 


ORANGEBURG 


ROOT-PROOF PIPE AND FITTINGS 
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BY MASONS’ 





DEMAND 


The only fireplace unit complete from hearth 
to flue with the exclusive Pressure-Seal Damper 


Complete from hearth 
to flue—This new unit 
provides a_ scientifi- 
cally designed form for 
the masonry complete 
from hearth to flue 
Saves time and labor. 
And it helps assure a 
fireplace that will op- 
erate efficiently with- 
out smoking. 


Pressure-Seal Damper 


—The exclusive Pres- 
sure-Seal Damperseals 
the chimney throat 
tight when the fireplace 
is not in use. This holds 
in winter heat and 
keeps out cold down- 
drafts. It also prevents 
costly summer air con- 
ditioning from escap- 
ing up the chimney. 


Here’s the fireplace unit masons all 
over the country have been asking for. 
It’s the all-new Heatilator Pacemaker 
Fireplace ...engineered for the future. 


Other important points to remember 
1. The Heatilator Fireplace Unit cir- 
culates heat evenly to all corners 
of the room and adjoining rooms. 
. Heatilator Fireplace Units have 
outsold all others 3 to 1. They are 
the known and requested brand. 
They have been advertised nation- 
ally for more than 20 years. 
Get the new Heatilator catalog to- 
day. Write HEATILATOR INC., 
division of Vega Industries, Inc., 868 
E. Brighton Ave., Syracuse 5, N. Y. 


AT ALILATOR 


Tacemaiker 
FIREPLACE UNIT 


Circle No. 56 on Coupon, page 100 
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New Bathroom Cabinets 


The Diamond Cut line of bathroom 
cabinet features three series of cabi- 
nets, each with beveled frameless mir- 
rors. The General has fluorescent side 
lights, the Future-Lite has fluorescent 
top light, and the Cadet is unlighted. 
The first two are available in 16”x22” 
and 18”x24” mirror size, while the 
Cadet has these plus a 16”x28” mirror. 
Mirrors are available in copper, silver 
and metal-backed styles. General Bath- 
room Products Corp., Dept. AL, 1809 
W. Thomas St., Chicago 22, IIl. 

Circle No. 221 on Coupon, page 100 


New Spray Enamel Colors 
Spray enamel in 1957 decorator col- 
ors that can be air brushed or applied 
in confetti patterns are being intro- 
duced. The line of 25 colors is dis- 
played in a rotating self-service dis- 
play. The 16-0z. cans are equipped with 
two interchangeable nozzles, one for 
smooth spraying, the other for spray- 
ing in confetti patterns. Each of the 
cans is topped with a color sample of 
the contents. Martin-Senour Co., Dept. 
AL, 2500 S. Senour Ave., Chicago, III. 
Circle No. 222 on Coupon, page 109 


Range Has Rotisserie 
A three-spit rotisserie is part of the 
equipment of a new 40” Gourmet gas 
range. On the model illustrated a sepa- 
rate snack broiler is included. The 
three-spit design accommodates large 
fowl or small pieces of meat without 
adjustment. Spits and rack lift out for 
easy cleaning and storing. The spit is 
(continued on page 86) 


July 22, 1957, AMERICAN LUMBERMAN AND 








free! 
redwood : 
information = 
chart * “==, _ 


@ As a service to lumber dealers, architects and builders, Simpson Redwood Company is now publishing 
a series of practical wall charts that will help you sell more redwood and make more profit from it. 
REDWOOD INFORMATION CHART NO. | “Grades and Their Uses” e A handy reference wall-chart, 
size 7” x 22” printed on heavy card stock e Lists all the common redwood uses and the grades recommend- 
ed for each e Gives you extra space to add your own special uses and recommendations. 
Send for your FREE Information Chart today! Just fill out coupon and mail. 

















redwood 
fact: 


The Heartwood of redwood 

is one of the most durable woods known. 
Its natural preservatives make it 
uniquely resistant to termites and decay. 
Underground pipe lines built out 

of redwood over 100 years 

ago are still giving 

excellent service. 






Watch for 
Simpson full page, 
full color ads in 
e the Saturday Evening Post. 


Please send me FREE Redwood Information Chart No. 1 


235 Montgomery St., San Francisco, Calif. 


Simpson Redwood Company 


ADDRESS 








| FIRM NAME 
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FROM “HALF-DAY TO A FEW MINUTES” 
MARKS CHANGE FROM MANUAL TO 
LIFT TRUCK METHOD 


aes 


Handling broken lot orders. 





Unloading truck which was loaded 
at siding. 






Call your Hyster Dealer. 
He is in the yellow pages 
under ‘Materials Handling” 
or “Trucks- 
Industrial” 








ogh 







WICHITA, KANSAS—Cumley 
Lumber Company converted 
from manual to mechanical 
handling with a Hyster 15,000 
Ib. capacity lift truck — with 
considerable savings in time 
and money. 

According to the foreman, 
the Company now can fill an or- 
der with the Hyster truck in a 
few minutes, which, using the 
old manual method of handling 
one board at a time, would have 
required half a day. 


14-Foot Stacking 

Cumley Lumber handles shin- 
gles, sheet rock, oak flooring as 
well as lumber. The Hyster 
15,000-Ib. lift truck loads mate- 
rials onto trucks at a siding 
which is two miles from the 
lumber yard, then goes to the 
lumber yard to unload the 
trucks—stacking lumber as 
high as 14 feet. 

Truck operator says, “I like 
the Hyster Truck better than 
any other make that I’ve ever 
driven. A Hyster truck handles 
easier and you can always see 
your load. You can’t beat them 
... and I’ve been operating lift 
trucks for five years.” 


Steel-Banded Load Units 

Many of the boards are steel- 
banded into bundles for faster, 
easier handling — average unit 
loads weigh approximately 
12,000 lbs. To expedite handling 
the truck’s 4-foot forks are 
equipped with 2-foot exten- 
sions. 

Your Hyster Dealer makes it 
his business to keep up with 
materials handling in the lum- 
ber industry. He can help you 
speed operations and lower 
costs. Call him today. 





‘ 3 Hyster Industrial Trucks Increase 


\ Profits for W holesale Lumber Yards 














Factories: PORTLAND, OREGON 
DANVILLE, ILLINOIS 
PEORIA, ILLINOIS 
NIJMEGEN, THE NETHERLANDS 


Circle No. 44 on Coupon, page 100 
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driven by electric motor, controlled by 
a switch on the range’s control panel. 
Gourmet ranges are available in pink, 
green and yellow as well as white. 
Geo. D. Roper Corp., Dept. AL, 340 
Blackhawk Park, Rockford, Ill. 


Circle No. 223 on Coupon, page 100 
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Fence Packages Offered 


Packaged decorative units of fence 
for customers not wanting a full yard 
enclosure at once are offered in 12 
different designs. In addition, the line 
includes trellises, arbors and several 
angle units. It is said the dealer can 
quickly install the Habitant decorative 
units to customer’s specifications or 
the units can be sold as an easy do-it- 
yourself project. Habitant Fence, Inc., 
Dept. AL, Bay City, Mich. 


Circle No. 224 on Coupon, page 100 





Helps Apply Steel Sheets 


An embossed-hole fastening system 
makes it possible for one man working 
on the outside to install roof and wall 
sheets on Steelcraft steel buildings. 
Using the new fastening system, an 
impression is formed on the outside of 
the wall or roof panel by striking with 
a mallet over a prepunched extruded 
hole in the girt or purlin. Once this 
impression is made, the proper screw 
location is immediately determined 
without need for scaffold work on the 
inside. A sheet metal screw with neo- 
prene washer is applied to fasten the 
sheet and seal the hole. Steelcraft 
Mfg. Co., Dept. AL, 9017 Blue Ash 
Road, Cincinnati 42, Ohio. 

Circle No. 225 on Coupon, page 100 
(continued on page 88) 
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Ask your independent 
how you 
Con, 












Your Evaneer fir plywood jobber can now pro- of your customers. Take advantage of your 
vide you with the beautiful and practical new independent jobber’s stock, and his merchan- 
line of Evanite hardboard. He can also show dising help, to reap the profit in this pair! 
A the pront eorume of both heedboard - EVANS PRODUCTS COMPANY, DEPT. S-7, PLYMOUTH, MICH. 
fir plywood . . . give you the advantage of his : ; : 

: ‘ Plants at Coos Bay, Gold Beach, Corvallis and 

ideas and experience... help you tap new and Roseburg, Oregon; Vancouver, B. C. Evans Sales 


perhaps unsuspected markets. Offices: Plymouth, Michigan; New York; Chicago; 
Tampa, Florida; Coos Bay, Oregon. 











Evanite hardboard comes in five interesting 
textures and its applications are many and 
varied. Your independent plywood jobber can 
get both Evaneer plywood and Evanite hard- 
board in the same shipment, giving you the 
advantage of a wide selection to satisfy all 





Evans is an associate member of the National Plywood Distributors Association 












DFPA grade-marked 
for uniform quality 






— 


rh 


(EVANS) 
SW 


EVANEER AND EVANITE ARE TRADEMARKS OF THE EVANS PRODUCTS COMPANY 
















5 NEW BLOND EVANITE HARDBOARDS 













RIB-BORD 





CORRU-BORD 





SMOOTH-BORD PERF-O-BORD 





DECA-BORD 
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in the widest selection of milled products 


By stocking the complete Ilco line of 
Philippine Mahogany, you are certain to 
satisfy the wants of all your customers, 
for Ilco, the oldest and largest Philippine 
lumber exporter, has the widest selection 
of milled products. And since all Ilco lum- 
ber is graded and measured after being 
scientifically dried in the company’s own 
kilns at the mill in Fabrica —the Orient’s 
most modern— you are assured of both 


full count and highest quality in your foot- 
age. Ilco Philippine Mahogany, which 
never fails to meet NHLA standards, is 
known throughout the entire world for 
its extra strength, superior workability, 
firm texture, and uniform color. 

Ilco offers three types of paneling and a 
wide variety of moldings. Write today for 
illustrated bulletin showing our complete 








= 





selection of moldings. 
Round 





V-edge, Dark Red No. 1—%" x 514" 


* 


—-iaals 


Moulded Edge, Dark Red No. 1—%" x 5%” 














Double Pattern, Dark Red No. 1—%" x 542” 





Casing No. 10—%" x 24" 


m=, 


Stop No. 40 Cove No. 60 Half Round 
wy" n1H%’" 


Base No. 209/16" x 34" 
No. 70--%" x %" 


_ 


Window Stool 


%"x%" No.72—%"x1" No. 100—%" x 2%" 





Ei 








V-cut siding, 4" x 5%", 7%" and 9%” 





PANELING « SIDING « MOLDINGS ¢ FLOORING « TRIM ¢ ROUGH AND SURFACED LUMBER 


Order from the distributor nearest you 


UNITED _ STATES 
ALABAMA—Montgomery 


Germain Lumber Corporation 
CALIFORNIA—San Francisco 

Davis Hardwood Company 

—Los Angeles 

Mahogany Importing Company 
COLORADO—Denver 

Frank Paxton Lumber Company 
ILLINOIS—Chicago 

Frank Paxton Lumber Compan 

Columbia Hardwood Lumber Company 
INDIANA—New Albany 

Chester B. Stem, Inc. 
lOWA—Des Moines 

Frank Paxton Lumber Company 
LOUISIANA—New Orleans 

Dixie Lumber Company 
MASSACHUSETTS—Charlestown 

Winde-McCormick Lumber Company 
MISSOURI—Kansas City 

Frank Paxton Lumber Company 
NEW MEXICO—Albuquerque 

Frank Paxton Lumber Company 
NEW JERSEY—Camden 

Du Bell Lumber Sales Company 
NEW YORK—Brooklyn 

Anchor Sales Corporation 

Black & Yates, Inc. 


NEW YORK—Odessa 
Cotton-Hanlon, Inc. 

NORTH CAROLINA—Greensboro 
Brown-Bledsoe Lumber Company 
PENNSYLVANIA—Philadelphia 
Fessenden Hall Plywood, Inc. 

—Pittsburgh 
Germain Lumber Corporation 
TEXAS—Fort Worth 
Frank Paxton Lumber Company 
WASHINGTON—Seattle 


Matthews Hardwoods, Inc. 


CANADA 
ALBERTA—Edmonton 

Fyfe Smith Hardwood, Ltd. 

—Calgary 

Fyfe Smith Hardwood, Ltd. 
BRITISH COLUMBIA—Vancouver 

J. Fyfe Smith Co., Ltd. 
ONTARIO—Toronto 

Robert Bury & Co. (Canada) Ltd. 
QUEBEC—Montreal 


Robert Bury & Co. (Canada) Ltd. 
HAWAII 
HONOLULU 


American Factors, Limited 





INSULAR LUMBER 


SALES CORPORATION 


1405 Locust Street, Philadelphia 2, Pa. 
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Insulated Skylight 


A new twin-domed all-plastic sky- 
light keeps heat in, cold out, because 
of its dead-air-space construction. 
Dead air space between sealed inner 
and outer domes acts as insulator. The 
double dome is formed of fiber glass- 
reinforced structural plastic. Among 
the several models available is a self- 
flashing type. Resolite Corp., Dept. 
AL, Zelienople, Pa. 

Circle No. 226 on Coupon, page 100 


Jalousie Storm Door 

The new Pro-Tect-U aluminum jal- 
ousie storm door is a summer screen 
door when the jalousies are open, a 
winter storm door when they are 
closed. The jalousies are operated with 
an operator handle. Doors are of alu- 
minum-covered solid core Novoply 
laminated construction. Units are 
weathersealed, made of aluminum. 
Pro-Tect-U Jalousie Corp., Dept. AL, 
Coral Gables, Fla. 

Circle No. 227 on Coupon, page 100 


No Sand 

A new surface preparation, which 
eliminates the need for sanding before 
refinishing, is announced. Called No 
Sand, it was developed as a general 
purpose solvent and softening agent 
that makes possible better refinishing 
jobs over hard, glossy surfaces without 
spending hours sanding the surface, it 
is said. No Sand is also highly effec- 
tive as a floor cleaner on linoleum, tile 
and wood floors, says maker. Available 
in pints, quarts and gallons, The Klean 
Strip Co., Inc., Dept. AL, P. O. Box 
10083, Memphis 6, Tenn. 

Circle No. 228 on Coupon, page 100 
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De Pasquale Bros.’ Mack B-42 tractors haul the massive 
concrete products in trailers from plant to job site, 
travelling on- and off-highway. Their 10-yard dumpers 
deliver gravel, while mixers are used to pick up special 
concrete batches for delivery to the plant. 


because concrete products make rugged hauling... 


De Pasquale Bros. relies on Macks 


Mack B-42’s handle the entire 
hauling needs of one of the East’s 
largest independent suppliers of 
concrete pipe and concrete special- 
ties. President Eugene De Pas- 
quale, Sr., of De Pasquale Bros., 
New Hyde Park, N. Y., is con- 
vineced that it would take many 
more trucks of any other make to 
keep up with his operation. 


*‘T’ve seen our Macks work 
against even larger trucks on the 
same kind of job,”’ he says. ‘“‘Macks 
turn in the best day’s work every 
time. 


“And that’s only part of it. 
We've had our Macks over a year 


and a half, and every last one of 
them has been on the go all day 
long, every working day. Yet there 
hasn’t been a breakdown or major 
repair job on any of them. And it’s 
not only the front office that likes 
Macks; you ought to hear our 
drivers on the subject. I’m afraid 
they’re spoiled for anything less 
than a Mack.” 


Best of the many Mack features 
valuable to operation, Mr. De 
Pasquale believes, are the durable, 
precision-built transmissions. 
“‘They’re engineered right,’’ he 
says. “‘And so is the whole truck, 
for that matter. Macks have been 


a big boost to our company in 
every single way.” 

Check De Pasquale Bros. . . . check 
any Mack owner. You'll find that 
Macks, the finest trucks made, 
mean greater dependability, longer 
earning life, unmatched upkeep 
and fuel economies... more work 
per dollar. 


Mack Trucks, Inc., Plainfield, 
New Jersey. In Canada: Mack 
Trucks of Canada, Ltd. 


MACK 


first name for 


TRUCKS 





THE 
RELIABLE 
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QUALITY 
LUMBER 


For 67 years Ellingson has 
been delivering satisfaction 
to buyers of 

®@ Ponderosa Pine 

@ Douglas Fir 

@ White Fir 


‘ELLINGSON 


LUMBER COMPANY 
Klamath Falls, 


Circle No. 63 on Coupon, page 100 





Kits for NRLDA Swinging Panels 


Wood Conversion Co. announces two 
display kits designed for use in the 
swinging panels which the National 
Association of Retail Lumber Dealers 
is promoting. One features Balsam- 
Wool insulation; the other, Nu-Wood 
interior finish. The Balsam-Wool in- 
sulation kit features an actual wall 
cross-section showing liner, flange ap- 
plication and double air space. The 
Nu-Wood interior finish kit contains 
ceiling tiles and wall paneling sam- 
ples, plus literature and display cards. 
Wood Conversion Co., Dept. AL, Ist 
National Bank Bldg., St. Paul 1, 
Minn. 

Circle No. 229 on Coupon. page 100 


Redwood Information Chart 


A new Redwood Information Chart 
lists the many home improvement 
jobs that can be done with redwood 
and the recommended grade to fit each 
job. The handy, easy-to-read wall chart 
is the first of its kind devoted exclu- 
sively to redwood, it is said. This cost- 
saving reference guide pinpoints many 
uses, among them: outdoor furniture, 
paneling, siding, shelving, ete. Simp- 
son Redwood Co., Dept. AL, Room 
3125, 235 Montgomery St., San Fran- 
cisco, Calif. 

Circle No. 230 on Coupon, page 100 


Ornamental Iron 


A new type of ornamental iron dis- 
play is available. It is a free-standing, 
triangular unit of three ornamental 
iron columns connected by rail sec- 
tions. The columns are furnished with 
matching brackets at the top. Shipped 





kd, the new unit goes together in min- 
utes by using the connecting bolts that 
come with the display. The ironwork 
is actually usable, salable merchandise 
when the dealer decides to discontinue 
it as a display piece. Finished in an- 
tique black, the new display is fur- 
nished with three colorful silk-screened 
banners designating the three lines of 
TFC ornamental iron. Tennessee Fab- 
ricating Co., Dept. AL, 1490 Grimes, 
Memphis 6, Tenn. 
Circle No. 231 on Coupon, page 100 


Monogrammed Escutcheons 


Rich-looking vinyl-and-metal Align- 
aLock escutcheons with personal mon- 
ograms are featured attractions of a 
new revolving display. Available in a 
choice of blue or red, the new No. 491 
mount also demonstrates an Aligna- 
Lock entrance lock, bathroom lock 
and passage latch in Dalton and Ash- 
croft designs with polished brass, dull 
bronze or satin aluminum finishes. 
Decorative escutcheons Nos. 522 and 
524 are shown in a choice of finishes 
combined with leatherlike vinyl in 
mocha, straw, jet black and flamingo 
colors. Sargent & Co., Dept. AL, 40 
Water St., New Haven 9, Conn. 

Circle No. 232 on Coupon, page 100 


Fashion Panel Display 


The Ridge Door Co. announces a 
brightly colored counter display for 11; 
new line of Fashion Panels. The dis- 
play includes a sample of these carved 
raised panels which handsomely deco- 
rate garage doors, door entrances and 
shutters all in matching design. Also 
there are many interior applications 
for these carved overlays. This attrac- 
tive merchandising aid illustrates a 
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decorated home and the many carved 
designs available. Ridge Door Co., 
Dept. AL, Drawer 1212, Monmouth 
Junction, N. J. 

Circle No. 233 on Coupon, page 100 
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Pionite Patterns 

A new colorful display makes it 
easy for customers to choose the 
woodgrain or decorative patterns they 
want. As many as 44 patterns and 
colors can be displayed for instant 
selection. Each hook accommodates 
three to four chips. Background is in 
Pionite gray leathertone. This 30” x 
5” instant selector may be displayed 
conveniently on the wall, on counters, 
showcase or in window. Pioneer Plas- 
tics Corp., Dept. AL, Salem, Mass. 

Circle No. 234 on Coupon, page 100 


Display Disc 
A new, low-cost, high-load capacity 
turntable for the dynamic display of 
household appliances, furniture and 
other large merchandise is called the 
Display Disc. This attractive turntable 
supports a 500-pound balanced load in 
continuous motion, indefinitely, maker 
says. The compact design of the Dis- 
(continued on page 92) 
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EVERY TIME people in your community see 
the Yellow Pages emblem, more of them become 
buying prospects who reach for the Yellow Pages 
to find where to buy. That makes your own 


Yellow Pages advertising more and more profitable. 


THE YELLOW PAGES EMBLEM is 
advertised throughout the year. Special adver- 
tisements feature it in Better Homes & Gardens, 
Life and The Saturday Evening Post in June and 
July, and again in the fall. Hundreds of leading 
firms display it in their newspaper, magazine and 


television advertising. 


PROFIT from this year-round tie-in promotion 
campaign by displaying the Yellow Pages em- 
blem in your advertising, on your store front and 
trucks. Call the Yellow Pages representative at 


your telephone business office for information. 


Circle No. 45 on Coupon, page 100 
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play Disc (height, 744”; diameter, 42”) 
makes it ideal as a single or multiple 
display unit for both window and in- 
store use. Standard color, grey with 
white veiling. Display Sales, Dept. 
AL, 1632 Gest St., Cincinnati 4, Ohio. 
Circle No. 235 on Coupon, page 100 
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Rolling Door Hardware 

Five new combination display dem- 
onstrator units are designed to sell 
rolling door hardware. The units in- 
clude a combination self-service mer- 
chandising rack with full display unit, 
a floor demonstrator on demountable 
legs, an island display, a wall panel 
and a counter installation. All of the 
units include an actual rolling door 
installation and four of them have 
product samples imbedded in fiberglas 


display panels. Washington Steel 
Products, Inc., Dept. AL, 1940 East 
11th St., Tacoma 2, Wash. 

Circle No. 236 on Coupon, page 100 


Economical Show Case 


A handy corrugated carton which 
serves as an economical display unit 
for tile samples gives customers fin- 
ger-tip selection of the kind of floor 
and wall tile they want. The corru- 
gated display box, designed and pro- 
duced by Hinde & Dauch, Sandusky, 
Ohio, is fully portable and the lid can 
be fastened with a small snap button. 
The carton has a white linen finish 
attractively printed in red; it also is 
readily adaptable for displaying and 
selling other items in similar applica- 
tions. Die-cut holes serve as compart- 
ments. Cambridge Tile Mfg. Co., Dept. 
AL, Box 71, Cincinnati 15, Ohio. 

Circle No. 237 on Coupon. page 100 
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Island Paint Brush Display 
A new two-sided paint brush dis- 

play, designed to occupy a minimum 
of floor space yet provide self-service 
from either side, is announced. Meas- 
uring only 20” wide and deep at floor 
level, the display stands 57” high. 
Two back-to-back 24” wide perforat- 
ed boards at the top have a capacity 
of 39 brushes each. Three shelves be- 
low these perforated boards provide 
plenty of space for packaged painting 
supplies and sundries. Elder & Jenks, 
Inc., Dept. AL, 415 Vine St., Philadel- 
phia, Penna. 

Circle No. 238 on Coupon, page 100 





When answering advertisements 
please mention 


AMERICAN LUMBERMAN 








REDUCE delivery costs 


REDUCE INVENTORY, SAVE SPACE 


SELL ONE 
/ PLASTIC PAINT 
POROUS OR NON-POROUS os 


PAINTED OR UNPAINTED 
WET OR DRY SURFACES 


T... V... P..... 


ALL-PURPOSE, READY-MIXED 


MASONRY PAINT 


~ truck body 


or 


Sells fast all year ‘round, for 


ASBESTOS SIDING, BRICK, 
CEMENT, STUCCO, ASPHALT ROOF 
SHINGLES, PLASTER, INSULATION 
BOARD ... for use with BRUSH, ROL- 
LER, SPRAY GUN. Won’t fade, bleed, 
peel, blister, scale or yellow with age. 
Fast drying, water-soluble TVP resists 
water, keeps out dampness, beautifies . 
AND protects . . . for years! . — ° 

6 SMART COLORS AND WHITE = Write, wire, phone for 

IN QUART AND GALLON CANS 
Write today for Free Color Cards, 
Sales Helps and Prices 


KD. Easy 
Assembly & 
Mounting 


Unioad a Load 
or Half Load at a Time 





a 


RESISTS WATER, 
WEATHER, SALT, 


Catalog and Prices 


The R=B Company 


1921 Guinotte, Kansas City 20, Mo. 


—_ 


ACID AIR, 
INDUSTRIAL FUMES 


228 N. LaSalle St., Chicago 1, Hil. 
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THAT HELP LUMBER DEALERS 


Weyerhaeuser 4-Square 


Kilu-dnied Lumber 


Greater structural soundness is an extra 
building value which kiln-dried lumber gives 
to homes, farm buildings, and commercial 
structures. 

That is why all lumber carrying the 
Weyerhaeuser 4-Square trade-mark is kiln- 
dried — to help dealers deliver extra building 
values to builders and owners: (1) Kiln- 
dried Framing and Rafters; (2) Kiln-dried 
Joists; (3) Kiln-dried Sheathing; (4) Kiln- 
dried Sidings and Finish items. 

Weyerhaeuser 4-Square Lumber is avail- 





species—is often called the “Ability Wood” be- 
cause it is so versatile, serving dependably for 
framing and sheathing as well as for flooring, 
siding, molding, and other finish uses. 








able in a broad choice of species, grades, 
and items. While every item is scientifically 
“‘seasoned”’ for greater stability and nail- 
holding properties, this lumber is also uni- 
formly graded, precision manufactured, and 
carefully loaded for straight-car or mixed- 
car shipments. 

That’s why dealers enjoy stocking and 
selling lumber carrying the well known 
Weyerhaeuser 4-Square trade-mark. It 
means satisfied customers and profitable 
repeat business. 


WEYERHAEUSER 


A-SQUARE 














MINNESOTA 


WEYERHAEUSER SALES COMPANY ST. PAUL 1, 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Why waste time and money shopping 
around, when your Western Whole- 
salers can deliver quality lumber prod- 
ucts promptly. Their long-established 
mill contacts . . . knowledge of mill's 
specialties, resources and facilities . . . 
and appreciation of buyer require- 
ments make your lumber buying easy. 
Let the leading Western Wholesalers 
below supply your complete needs 
today. 





$64 Market St. 
San Francisce 4, Calif. 


WALES LUMBER 68. 


OLD NATIONAL BANK BLDG. 
SPOKANE, WASHINGTON 
Our 32nd Year 


HALLINAN LUMBER CO. 


628 S. W. Herrisen St. Portiand 1, Ore. 
MANUFACTURERS DOUGLAS FIR 
CApitel 8-9236 __Teletype PD 457 
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Triple Lift Upright 


A three-section, telescoping fork 
truck upright that raises to permit 
ceiling-high stacking and retracts low 
enough to pass through boxcar doors 
is named the “triple lift upright.” The 
device is available in four standard 
sizes and at additional cost in seven 
optional sizes. In the smallest size the 
maximum fork height (the height to 
which a pallet can be raised) is 126”; 
when the forks are lowered, the over- 
all height of the fork truck is 65”. In 
the largest upright size, maximum 
fork height is 216” (18’) and overall 
height with forks lowered is 96”. In- 
dustrial Truck Div., Clark Equipment 
Co., Dept. AL, Battle Creek, Mich. 

Circel No. 239 on Coupon, page 100 


Pneumatic-Tired Gas Truck 


A rugged, highly maneuverable 
pneumatic-tired 2,000-pound model has 
been added to Baker-Raulang Com- 
pany’s line of gasoline or LPG-pow- 
ered fork lift trucks. The FGF-20 has 
a turning radius of only 71” and turns 
into a minimum intersecting aisle 65” 
wide. Overall length without forks is 
72%”. A low profile makes the FGF-20 
easy for the operator to board. High 
underclearance and a 29 hp engine are 
features for high performance in out- 
door yard work. Travel speed is 11.2 
mph. The Baker-Raulang Co., Dept. 
AL, 1200 W. 80th St., Cleveland 2, 
Ohio. 

Circle No. 240 on Coupon, page 100 


Mid-Weight Lift Truck 


A new 10,000-pound capacity lift 
truck is the FT-100, designed for 
heavy-duty work. It has a heavy-duty 


welded industrial-type frame. The 230 
cu. in. Allis-Chalmers engine is avail- 
able in Diesel, gasoline or LP gas fuel 
models. A new roller-type mast gives 
added lift without increasing overall 
lowered height; this is available in 
three standard heights. The truck has 
a 2-speed constant mesh transmission. 
Power shift transmission, power steer- 
ing and a no-spin differential are avail- 
able optionally. The truck is designed 
for operator comfort. Allis-Chalmers 
Mfg. Co., Tractor Group, Dept. AL, 
Milwaukee, Wis. 
Circle No. 241 on Coupon, page 100 
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What's Your Answer? 
(Questions on page 82) 


. A complete line of both power tools 
and accessories. See article, page 36. 


. Simpson’s new booklet, “Manual on 
Finishing Plywood.” See coupon, 
page 67. 


3. (1) Rental of tool itself, (2) sales 
of accessories like sandpaper, (3) 
sale of rental tools, (4) sale of new 
tool and (5) sale of lumber, paint, 
etc., needed to complete job. See 
article, page 52. 


. More than 100. See ad, pages 10-11. 


5. A phone call to a temporary serv- 
ice bureau, which provided unload- 
ers quickly. See article, page 54. 


5. A pre-emergence herbicide for long 
residual control of grassy and 
broadleaf weeds in driveways, 
walks and around buildings. See ad, 
page 4. 


.(1) Appoint a tool department 
manager, (2) use tools as a key 
promotional line for store traffic 
and (3) maintain an “in-between” 
inventory. See article, page 34. 


8. Surco. See ad, page 21. 


9.(1) The homeowner, do-it-yourself 
customer and (2) cash-and-carry 
items, particularly hardware and 
housewares. See articles, pages 58 
and 59. 


10. Nation’s top stockmen. See ad, 
page 4 
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Monticello, the home and burial place of Thomas Jefferson, is situ- 
ated on the top of a low mountain, three miles east of Charlottes- 
ville, Virginia. Monticello is the Italian word for Little Mountain. 


Durable Double Hung Wood Windows 


Lend Cheeriness to Jefferson’s Monticello 


No architect ever built himself a better home, or put more of his 
personality in it, than Thomas Jefferson, our third president, did at 
Monticello. Always conscious of the influence of local materials and 
craftsmen, Monticello was constructed with timbers cut from the 
woods, and the bricks, nails and much of the hardware was made on 
the property. Of particular note in the design of Monticello are the 
large double hung wood windows that afford ample light and add to 


the allover beauty of the home 


Panes in today’s double hung wood windows are four inches wider, 
affording an average of 20% more usable glass area in the same size 
wall dimension opening. This has been achieved through the use of 

Relative inexpensiveness permits generous spring sash balance or other modern type balances. Cost has also been 
likes windows with reduced, since only four low cost springs serve the purpose of the more 


elaborate equipment used in the past. The efficiency of modern double 


hung wood windows has been further increased through the use of 
metal weatherstripping. It adds to the comfort, convenience and pro- 


tection of the home. Also, it is a substantial factor in reducing fuel cost. 


WEATHERSTRIP Aeseareé INSTITUTE 


OFFICE OF THE SECRETARY, BOX 128—RIVERSIDE, ILLINOIS 


a DORBIN METAL STRIP MFG. CO NICHOLS METAL STRIP SERVICE 
‘ eee 2 ns GARDNER WIRE CO PEMKO MFG. CO 

An endless variety of design can be achieved ALLMETAL WEATHERSTRIP CO MACKLANBURG-DUNCAN CO PRECISION WEATHERSTRIP CO 

; ; : The BARLAND WEATHERSTRIP MATERIALCO. | MASTER METAL STRIP SERVICE REESE METAL WEATHERSTRIP CO 
V oub ng wood w Ww 
ch d os le re i th od a s. They me CENTRAL METAL STRIP CO MONARCH METAL WEATHERSTRIP CORP. | SOUTHERN METAL PRODUCTS CORP 
easily shaped anc t heir surface receives an CHAMBERLIN CO. OF AMERICA NATIONAL GUARD PRODUCTS, INC WARNICA PRODUCTS 
holds any type of finish. DENNIS & CO., W. J. NATIONAL METAL PRODUCTS CO, INC ZEGERS, INC 
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NEW EQUIPMENT 


(begins on page 94) 





Hydraulic Hand Lift Truck 


The new Barrett HJ Hydraulic Hand 
Lift Truck is designed to set a new 
standard for easy lifting among lift 
trucks in the popular price class. The 
truck is equipped with a compact hy- 
draulic lift system, designed expressly 
for it and placed in an out-of-way loca- 
tion. Model HJ requires only six 
strokes of the handle to raise a capacity 
load of 2,500 pounds to the truck’s full 
lifting height of three inches, it is said. 
A companion model HR has a capacity 
of 4,000 pounds and requires 10 strokes 
to raise a capacity load. Barrett-Crav- 
ens Co., Dept. AL, 628 Dundee Road, 
Northbrook, IIl. 

Circle No. 242 on Coupon, page 100 


L-S "Walkie" Control 

The first control system for “walkie” 
electric trucks offering both dynamic 
braking and controlled plugging is now 
available on its complete “walkie” line, 
maker says. Designated the L-S Roto- 
Cam Control, it is offered as standard 
equipment on all Lewis-Shepard high- 
lift and low-lift “walkies.” Traction 
speeds are produced simply by rotat- 
ing the rubber grip. There are three 
speeds in both forward and reverse. 
Lewis-Shepard Products, Inc., Dept. 
R-9-AL, 125 Walnut St., Watertown 
72, Mass. 

Circle No. 243 on Coupon. page 100 


Display Frames & Easels 

Satin polished aluminum display 
frames in sizes from 84%” x 11” to 40” 
x 60” are announced. The frames are 
equipped with tabs for hanging or may 


be displayed on easels. Some sizes are 
available with wire easels. Slotted top 
permits easy poster change. Also 
available are holeboad, multiple-use 
merchandise units framed in alumi- 
num which may be used to display 
merchandise, for literature racks or as 
bulletin boards. Arlington Aluminum 
Co., Dept. AL, 19011 W. Davison, De- 
troit 23, Mich. 
Circle No. 244 on Coupon, page 100 


Pickup Truck with Saddle Bags 
Patterned after the versatile saddle 
bags widely used by riders before the 
automotive age is a new service utility 
body offered on Dodge pickup trucks. 
Side compartments have numerous 
shelves and bins to carry tools, parts 
and other items. One key locks all the 
compartments and also a sliding top 
which protects cargo in the pickup box 
from both weather and theft. The 
service utility body is available for 
Dodge D100 or D200 pickups with 116” 
wheelbase. Dodge Truck, Dept. AL, 
P. O. Box 1919, Detroit 31, Mich. 
Circle No. 245 on Coupon, page 100 
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PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 


A MebiuM size, Wédge-adjusted planer 
which is widely used in nearly all 

phases of the wood-working industry. 

Equipped with sectional feed roll, sec- 

tional chip-breaker and four driven 

rolls which permit planing pieces of 

varying thickness without danger of 

Kick-back. Has built-in knife 

grinder, variable speed, in- 

stantaneous control of lower 

rolls, instantaneous mi- 

crometer control of 

pressure bar, shearing 

ber and other 

highly desirable 

features. Sturdy, 

semi-steel cast 

frame. Capacity: 

24", 26" or 30" x 

8". A real pre- 

cision, production 

machine at mod- 

erate price. Write 

for descriptive 

bulletin—No. 54. 





Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 22 Million feet for past half century under exacting 
Forest Management Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 
DEFEND YOUR TRADE WITH 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 








MACHINE WORKS 


238 EIGHTH $T., HOLLAND, MICHIGAN Air-dried QUALITY LUMBER Kiln-dried 
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NEW PURE 


Technical Data 


Insulpanel for Roof Decking. A new 
eight-page brochure titled “K & M In- 
sulpanel” describes various methods 
of using Insulpanel for modern roof 
decking in residential and industrial 
construction. Consisting of a core 
made of light, pressed wood fibers 
impregnated with a waterproof asphalt 
compound, Insulpanel is surfaced with 
inorganic asbestos fibers and portland 
cement. It is produced in sheets up to 
two inches in thickness, four feet in 
width and lengths ranging from 6’ to 
12’. Keasbey & Mattison Co., Dept. AL, 
Ambler, Penna. 

Circle No. 246 on Coupon. page 100 


Lumber Handling. Applications of 
high-capacity fork-lift trucks and 
straddle carriers in the industry are 
shown in a 16-page, pocket-size book- 
let now available. Emphasis is on ac- 
tion photographs rather than text. 
Twenty illustrations show handling 
techniques for pulpwood, logs and raw 
and finished lumber in storage yards, 
at mills, in drying areas, in processing 
plants and in warehouses. Industrial 
Truck Div., Clark Equipment Co., 
Dept. AL, Battle Creek, Mich. 

Circle No. 247 on Coupon, page 100 


Electric Generating Plants. D. W. 
Onan & Sons, Inc., has revised its 
“Blue Book” of general information 
concerning the selection of engine- 
driven electric generating plants. De- 
scribed in simple, easy-to-understand 
language are the three general groups 
of electric plants: Alternating current 
(AC), direct current (DC) and battery 
charging. Plant operation for each 
type is thoroughly discussed. D. W. 
Onan & Sons, Inc., Dept. AL, 2515 Uni- 
versity Ave., S. E., Minneapolis 14, 
Minn. 

Circle No. 248 on Coupon, page 100 


Gerber Plumbing Fixtures. A new 
96-page catalog shows Gerber’s com- 
plete line of brass fixtures, vitreous 
chinaware and steel enamel ware. Each 
item is photographically illustrated. 
A brief description gives pertinent 
technical features and dimensional 
drawings give essential measurements 
and installation data. A special feature 
of the catalog is a section on “pack- 
aged” bathrooms, which enables 
plumbing contractors to order com- 
plete bathrooms without having to 
itemize each individual fixture. Ger- 
ber Plumbing Fixtures Corp., Dept. 
AL, 232 N. Clark St., Chicago 1, IIl. 

Circle No. 249 on Coupon, page 100 


Builders Hardware. A new catalog 
and price list illustrates and describes 
a comprehensive line of store front, 
builders, showcase, store fixture and 
cabinetmakers hardware as well as 
many specialty items of interest to 
these trades. Essex Hardware & Met- 
als Co., Dept. AL, 34-86 Washington 
Ave., Nutley 10, N. J. 

Circle No. 250 on Coupon, page 100 


Consumer Data 


Wood Kitchens. A new help for per- 
sons planning to build or remodel 
homes, “The Wood Kitchen Hand- 
book,” has just been published. Its 32 
pages cover subjects such as basic 
cabinet styles, special purpose units, 
kitchen decor, kitchen planning and 
cabinet installation. A copy may be 
obtained by writing the National Insti- 
tute of Wood Kitchen Cabinets, Dept. 
AL, 75 E. Wacker Dr., Chicago 1, IIl. 

Circle No. 251 on Coupon, page 100 


“Manual on Finishing Plywood” is 
the title of a new and condensed ref- 
erence guide for the home handyman, 
which explains many methods of fin- 
ishing plywoods. The booklet contains 
36 pages and 68 full-color illustrations 
showing how the various plywoods 
look after they are finished, plus full- 
color decorating ideas and suggestions 
for use of plywood in the home. Simp- 
son Logging Co., Dept. AL, Room 1001, 
2301 N. Columbia Blvd., Portland 17, 
Ore. 

Circle No. 252 on Coupon. page 100 











New Home of 
AJAX 


HARDWARE 


They’ve been adding on — since they started 
suggesting ““SScorcH” Brand Masking Tape 
with every paint sale! 


FRAMING ANCHOR 
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PEAK VENTILATOR 
MORE THAN 40 TOP-QUALITY BUILDING PRODUCTS 
WRITE FOR CATALOG—or see it in SWEET’S 


CLEVELAND STEEL SPECIALTY CO., INC. 


JOIST HANGER 


RIBBED STEEL 


i. CROSS BRIDGING 


YOU CAN 


DEPEND ON 


AREA WALL 


CLEVELAND 


Td 


FOUNDATION 


ae VENTILATOR 


ESTABLISHED 1924 


3771 EAST 91st STREET @ CLEVELAND 5, OHIO 
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Classified Advertising 


Terms — Cash With Order 

Minimum Charge $6.00 

Rates. 

| Time —25c per word for each insertion. 
Minimum charge of $1.25 per line. 

3 Times—20c per word for each consecutive 
insertion, Minimum charge of $1.00 
per line. 

Add $1.50 per insertion for blind ads bear- 

ing box number. 

No agency commission or cash discount 

allowed. 


All ads for classified section must be in Pub- 
lisher's office 14 days preceding date of publi- 
cation. Advertisements are set in uniform 6 
point style. No cuts or special borders allowed. 
Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged, 
When answering box numbers or mailing copy 
for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 








HELP WANiED 





HELP WANTED 











SALESMEN AND OPERATING PERSONNEL 
FOR LARGE EXPANDING RETAIL LUMBER, 
MILLWORK AND HARDWARE BUSINESS. 


Expanding operations and organization pro- 
motions have created excellent opportunities 
for both sales and management for ambitious 
men with lumber, millwork or builders hard- 
ware experience. 


Our company in a large progressive midwest 
metropolitan area has been in business over 
50 years. Excellent employee benefits includes 
salary and incentive compensation plan, profit 
sharing plan, pension plan fully paid for by 
the company. Hospitalization and group life 
insurance privileges. 


Reply by mail giving complete experience, 
educational record, family details, and recent 
snapshot of yourself. Personal interview will 
be promptly arranged by return correspond- 
ence. 


Reply to Box X-26 American Lumberman, Inc. 





Exceptional opportunity for young experienced 
lumberman. Well established pine lumber mill 
in South Mississippi offering profit sharing 
incentive plan for proved performance. Appli- 
cants must be under 40, sober, in good health, 
capable of handling job from stump to car, 
available to move to job permanently if satis- 
factory. Must furnish good references. Per- 
sonal interview will be arranged if owner is 
interested. Address Box X-38, American Lum- 
berman, Inc. 





TERRITORIES OPEN FOR SALESMEN 


WANTED—Commission sal n, now carrying 
one or more lines and calling on lumber and 
implement dealers, to sell leading line of low 
cost, easily erected, Pre-Fab Cribs and Silos, 
low cost Rustic Type Stockade and Picket 
Fence for homes; also, Livestock and Poultry 
Shade. Several high potential territories open. 
Large market for all products. Write fully, 
giving territory covered and products and 
volume now handled. Write Box X-40, Amer- 
ican Lumberman, Inc. 








WANTED: Retail Lumber Yard Manager for 
Central Oregon County Seat Town. Do not 
reply unless you are experienced and have 
a clear record. The Miller Lumber Company, 
Bend, Oregon. 





OFFICE SALESMAN 


Experienced telephone sales, office routine: 
mill work & door distributor. 
Write stating education, 
experience and salary. 
Box X-41, American Lumberman, Inc. 





WANTED—Experienced lumber salesmen with 
established following in Pennsyl- 
vania, Ohio and New York to rep- 
resent a well regarded Western 
Pennsylvania wholesale lumber 
company. Good growth opportunity 
for alert, aggressive individuals. 
Give experience and references. Box 
X-47, American Lumberman, Inc. 





ACCOUNTANT-CREDIT MANAGER 


Large Florida Retail Lumber Dealer has open- 
ing for Accountant and Credit Manager ex- 
perienced in Lumber and Building Material 
trade. Only high type sober man considered. 
Will pay salary commensurate with educa- 
tion, experience and ability. Address Box X-29 
American Lumberman, Inc. 





TWO DETAILERS AND BILLERS—Large archi- 
tectural mill work company in Ohio has open- 
ings for two detailers and billers with estimat- 
ing experience. Must be qualified to make 
shop drawings for all types of public and 
private buildings. Excellent opportunity and 
good salary with all social benefits to right 
men. Please give experience, age, availability 
and if possible a sample of drawing. Perma- 
nent employment. Reply Box X-30 American 
Lumberman, Inc. 





WANTED—Experienced inside lumber salesman 
by a well regarded Western Penn- 
sylvania wholesale lumber com- 
pany. Give experience, references 
and earnings. Box X-46, American 
Lumberman, Inc. 





SITUATIONS WANTED 











Retail Lumberman desires position with a fu- 
ture. Knowledge of all phases of yard and 
office operations. College graduate. Married. 
Address Box X-44, American Lumberman, Inc. 





SALESMAN, WHOLESALE LUMBER 9 years ex- 
perience purchasing, rail and selling. Age 
36, married; education, college. Will relocate. 
Address Box X-49, American Lumberman, Inc. 





Experienced wholesale and retail lumber Ex- 
ecutive desires position with live-wire firm. Ex- 
tensive experience al] phases lumber business. 
Address Box X-43, American Lumberman, Inc. 





SALES REPRESENTATIVES 
WANTED 











Commissioned sales representatives needed 
for some choice protected territories. We 
manufacture quality residential and - 
cial locksets, selling to lumber, building mate- 
rial and hardware trade. Box X-34 American 
Lumberman, Inc. 








MANUFACTURER'S REPRESENTATIVE 


Top flight representative or representative or- 
ganization wanted to handle high quality, 
competitive line of sliding glass doors. Because 
of our rapidly expanding organization we are 
now ready to add new territories. Exclusive 
features backed by trade advertising provide a 
tr d potential. Please write in detail 
and confidence giving us the precise territory, 
type of lines handled and frequency with 
which you cover your accounts. Address Box 
X-51, American Lumberman, Inc. 








SALES REPRESENTATIVES 
AVAILABLE 











Lumber sales representatives covering Ohio 
and Kentucky desire allied volume line for 
their retail dealer trade. Address Box X-39, 
American Lumberman, Inc. 


Lumber salesman calling on wood work shops 
in Chicago area desires an additional line. 
Address Box X-45, American Lumberman, Inc. 





WANTED — RAILS | 





STEEL RAILS 
16#, 20%. 25%. 30%, 354%, 40% and heavier. 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





| BUSINESS OPPORTUNITIES 





BUSINESS OPPORTUNITY $140,000 


Retail lumber supply business, equipped! New 
main building, planer bldg. storage, etc.; 
Usual lumber supplies. Gross sales over 
$130,000! Separate 7 room house. 40 acres. 
Large pond. Owner retiring. invites PERSONAL 
INSPECTION TODAY! MUST SEE TO AP- 
PRECIATE VALUE! No. 11,818. WEST'S, V. C. 
DeLeon, Rep., R.F.D. #2, East Chatham. N. Y. 
Phone: W. Lebanon 3-564]. 





BUSINESSES WANTED 








Small Minnesota or Wisconsin lumber mill. 
Reply giving full particulars and price to 
Box X-42, American Lumberman, Inc. 





BUSINESSES FOR SALE 











For Sale 


Lumber Yard doing $200,000 per year. Price 
of $30,000 includes 31/2 acres, land, buildings, 
machinery, trucks and equipment. Will sell 
for $15,000 down plus inventory. Located in 
northeastern Ohio. Best location in the nation. 
May also be used as manufacturing plant. 
Box X-35 American Lumberman, Inc. 





For Sale Lumber Yard in rich agricultural and 
oil town. Yard and equipment $15,000.00 Plus 
Inventory Stock about $10,000.00. Write Gar- 
land Crouch, Winters, Texas. 


Chain operation will sell branch yard located 
in Southeastern Kansas community. Ideal yard 
for man and wife. Volume $100,000 with mini- 
mum inventory. Potential for considerably 
greater volume. Inventory aproximately $35,- 
000 at present but present owner will with- 
draw any amount to decrease it to a lower 
figure if necessary. If interested, address in- 
quiry to Box X-48, American Lumberman, Inc. 





LUMBER & DIMENSION 
FOR SALE 











FOR SALE: North Carolina White Pine. Rough, 
surfaced or S2S&R/S. Quality Hardwood Pal- 
lets. Corinth Hardwood Ce., Box 581-A. Bristol, 
Tenn. 





Stacking Sticks For Sale 
5 cars 6’ used stickers—3¢ each 
2 cars 8’ new KD Oak sticks S2S 13/16 8¢ ea. 
Gaiennie Lumber, Box 1774, Shreveport, La. 





FOR SALE—Northern Pine lumber, rough or 
S4S DET. A. M. Rhoda Yard, Bemidji, Minn. 
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USED MACHINERY FOR SALE DEALER POINTER 


2 Hawkeye Wheel-It trucks. Excelicnt condi- 
tion. 6.00x16 pneumatic rubber tires. Body 
36°°x96"" with 14” corner stakes. 33°’ height. 
$95.00 each. Millwork, Inc., 140 So. Washing- 
ton, Hopkins, Minn. 

















TIMBER, RIPPING AND SURFACING UNIT 
. Band saw 64°’ wheels, 8’’ saws. 

- Knight Carriage, 4 blocks, 36 ft. long. 

- No. 1 Boss Timber Surfacer size 30° x 16’’. 


ALSO 


. Berlin #341 Band Resaw 54’' wheels, 6’ 
saws. 


- Ross Carrier, Model 70, 5 ton. 
- Mall Chain Saw #7 (Gasoline) 4 ft. 
- Monarch Uni-point circular CC Saw 5 H.P. 


OFFICE EQUIPMENT 


Burroughs Moon Hopkins Auto. Calculating 
Machine, 7200 special. 


. 2 Kardexes—l4 drawers—cards 3x5 
- Elliottt Postal Card Printing Machine 


Bishop Lbr. Co., Nic., 2315 Elston, Chicago, II. 





MISCELLANEOUS FOR SALE 








CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





rt tee Ri a from = news- ; bulk 1 
paper advertising by using our Low Cost ‘active display area for bulky anc 
“Timber-r-r’’ cartoons. For FREE proofs write Wall Lures Browsers tractive disp! ‘. gee: les ¢ ‘d lo- 
LILLY ADVERTISING CARTOONS, Box 167 odd-shaped tools, samples and ¢ 

Long Beach 1, Calif. Smart use of perforated hard- it-yourself items. Impossible to 


FOR SALE board along an entire wall by the miss when you enter the showroom, 
Retail lumber, building materials and manu- 





Fred C. Hallahan Lumber Co., the wall is a lure for browsing 
facture concrete products. East Coast, Florida. “aha = ae ~ovides 3 or ~ustomers 
Reply Box X-50, American Lumberman, Inc. Springfield, Mass., provides an at- cus Ss. 


Jeffreys -MeElrath 














MANUFACTURING COMPANY 


/  §ELL J. NEILS 
P.O. Box 137 — Tel. 3663 MACON, GEORGIA 
@ DOMESTIC AND EXPORT PENTA TREATED 
@ FABRICATED BOXES POLES AND POSTS 
— PALLETS ‘ A 
. © SOUTHERN HARDWOODS for Enduring Farm Construction 


@ YELLOW PINE LUMBER 
@ OAK FLOORING 


Daily Capacity 300,000 feet 
Factory Locations 


Milledgeville, Ga. Macon, Ga. Keesville, Ya. 
Arkwright, Ga. Chase City, Va. Raleigh, N. C. 
Jackson, Ga. Oxford, N. C. 


—_ 
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: RTATION Treated pole frame construction is increas- 
USTIC Ot aaaner Gaaut ingly popular for all types of farm buildings 


oOo YARDS —Toledo, Ohio WE CAN because it lasts longer and costs less. ie 

Ww W. VA.--Bayard, Elkins, SERVE J. Neils poles are straight, strong, wit uni- 

FENCE Alexander, Webster YOUR form taper. They are selected from our own 

Springs, Fort Springs TRUCK timberlands, and treated (penta or creosote) 

ee llr mc: in our own plant. Mixed cars can include poles 

L with treated or untreated lumber. Free plans 

and erection instructions are available. Write 
for infomation. 


J. Neils Lumber Company 


MILL AND TREATING PLANT AT LIBBY, MONTANA 
postandeat WOOD PRODUCTS CO. 


PICKET 
ow eaates TOLEDO, OHIO 
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Trade Mark 


ys Mitt il 


wy, Ay 
E 


Registered 





DOUGLAS FIR 


WHITE FIR 


Annual Production 60 Million 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


Sales Office at Susanville, California 


PONDEROSA PINE— SUGAR PINE 


INCENSE CEDAR 


f Aes E: High Altitude, Soft Textured Growth 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA 





ANDERSON, CALIFORNIA 
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FAMOWOOD _.. the AMAZING ... 


ALL-PURPOSE PLASTIC for wood finishes! 
. Sticks like glue! 


FAMOWOOD is the answer... 
are important. Simple to use.. 


Applies like putty. . 


saving, when filling wood cracks, gouges, nail and 
screw holes or correcting defects. Dries quickly, 
does not shrink. Stays put under adverse conditions. 
FAMOWOOD sands easily, does not gum up 


sander. Takes spirit dye stains freely. Waterproof and 
weatherproof when properly applied. Ready to use — 
“right out of the can.”’ Fifteen matching wood colors 
...with amazing matchless wood finishes. 


USED BY FURNITUR 
CABINET MAKERS + CONTRACT 
AIRCRAFT PLANTS « PATTER 





FAMOWOOD descriptive literature & price list on request. Distributor & Dealer inquiries invited, write Dept. 428 


BEVERLY MANUFACTURING COMPANY ics anctuts 2, cau. 


FAMOWOOD + FAMOGLAZE + FAMOSOLVENT 


Manufacturers of... 


where wood finishes 
-efficient, lasting, time- 


ss 


sulation. 


BUILDING INSULATION 
Paul D. Close nee 
Anything you, your sales staff and contractors want 
to know about insulation can be found in this book 


Covers the entire field of heat and sound insulation, 
t of commercial insula- 








PEPE I ATI AA 
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Name 


City, State 


luding the d 


$5.25 


tions, types and how toapply, theory and economics 
of thermal insulation, relative heat-loss co-effi- 
cients of materials, fuel savings of various insula- 
tions, how to prevent condensation. 402 pages 


AMERICAN LUMBERMAN, INC. 
139 NO. CLARK ST., CHICAGO 2, ILL. 


Enclosed is my check in the amount of $5.25 for 
the above book. 





Address 











FOR INFOKMATION ON 


Advertised Products 


fe) Mi ise) i vale), me), | 


“What's New” Items 


“WHAT'S NEW!’ 


4 7 8 
22 #23 25 26 «#27 «38 
42 43 45 44 47 48 
62 63 65 66 67 68 71 
82 83 8S 86 87 8 89 91 
102 103 104 105 106 107 108 109 110 111 
122 123 124 125 126 127 128 129 130 131 
142 143 144 145 146 147 148 149 150 151 
162 163 164 165 166 167 168 169 170 171 
182 183 184 185 186 187 188 189 190 191 


10 1% 
30 «(314 
so 51 
70 
90 


9 
29 
4? 
9 


12 «13 
32 «33 
$2 53 
72 «73 
92 «93 
112 113 
132 133 
152 153 
172 173 
192 193 


14 
34 
34 
74 
94 


1s 
35 
35 
75 
95 


16 #17 «18 
360637 «38 
56 57 38 
76 #77 «78 
96 «97 «98 


19 20 
39 «40 
59 60 
79 «80 
99 100 


114 115 116 117 118 119 120 
134 135 136 137 138 139 140 
154 155 156 157 158 159 160 
174 175 176 177 178 179 180 
194 195 196 197 198 199 200 


201 202 203 204 205 206 207 208 209 210 211 212 213 214 215 216 217 218 219 220 
232 233 234 235 236 237 238 239 240 


221 222 223 224 225 226 227 228 229 230 231 
241 242 243 244 245 246 247 248 249 250 251 
261 262 263 264 265 266 267 268 269 270 271 
281 282 283 284 285 286 287 288 289 290 291 


Position 


252 253 
272 273 


254 255 256 257 258 259 260 
274 275 276 277 278 279 280 


292 293 294 295 296 297 298 299 300 





(Pleese Print) 


Street. 

















Mail to American Lumberman & Building Products Merchandiser, 139 N. Clark St., 
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Orangeburg Mfg. Co., Ine... 
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Wood Products Co 


BUILDING PRODUCTS MERCHANDISER 





suddenly... 


(ashionable new interiors 
call 40 FOLDING DOORS 


[SS OEE 














Great for big sales action in new and remodeled homes 


DOOR 
HARDWARE 


) FOLD-45)DE 


Only Acme FOLD-ASIDE hardware fits more applications—ward 
robes, room dividers, bar-top shutters, connecting passageways, etc. 
Profit now by having the right hardware to serve this smart new 


style trend. 

Acme Hardware is your Profit line backed by superior design, 
advertising promotion and point-of-purchase sales aids. Check these 
profit-making reasons why FOLD-ASIDE is first choice with home- 
owners and builders: 


Doors Fold-Aside to full width 
No Floor Track 
e Designed for Quick Installation 
e Fits any opening up to 6’ 0” 
e Adjusts Vertically and Horizontally 
e Smooth Door Operation 
e Compact Packaging 


see your jobber... or write 
today for full details. 


i> ACME APPLIANCE MANUFACTURING CO. 


35 So. Raymond Ave., Pasadena, California 
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iH 
FLOORING 


l : 
SPECIALTIES 


ul 


YOU GET AMERICA'S FINEST WITH 


Appalachian Hardwoods! 


The Appalachian area produces a fine type of Hardwoods—-soft 
textured, easily machined, close, uniform grain—that is preferred 
by thousands of Hardwood users. Let this preference build sales for 
you, too. Specify lumber, flooring and specialties of Appalachian 
Hardwoods. Consult the concerns on this page. 





“Bemis Hardwood Lbr. Co., Robbinsville, N. C. 


Hemlock, Hardwoods, Flooring, Dimension. 





“McCracken & McCall, Inc., Lexington, Ky. 


Appalachian Hardwoods 
Band Saw and Planing Mill at Flat Lick, Ky. 





“M. E. Crisp Lbr, Co., Welch, W. Va. 


West Virginia and Kentucky Appalachian Hardwoods, 
Oak, Poplar, Beech, Maple, Ash, Hickory, Chestnut and 
other hardwoods, All facilities. 





“Cherry River Boom & Lbr, Co., Richwood, W.Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products. 
Glued Dimension. 





ALWAYS 


Ks a i 


SPECIFY 
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“Hamer Lumber Sales, Inc., Kenova, W. Va. 
Exclusive Sales Agents for 
J. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 


Manufacturers Appalachian Hardwood Lumber 





“The M. B. Farrin Lbr. Co., Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods. 
“Century’’ Oak and Maple Flooring. 





Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Oak, Walnut. Poplar, Basswood, Beech, 
Cherry. Mahogany and Lauan Lumber. Domestic and 
imported Veneers. Hardwood Flooring—Oak and Maple 
Strips and Laminated Block and Special Pattern Flooring. 





*Member Appalachian Hardwoods 


Manufacturers, Inc. 





APPALACHIAN HARDWOODS 


a 
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remember... 


THIS BRAND 
PROTECTS YOU 
YOUR CUSTO 


You know you're selling top-quality barbed 
wire... or fencing ... or baling wire... or 
any other steel product for farm and ranch 
if it bears the CFal label. So make sure 

you sell steel products that will serve 

your customers well... always stock 
products that carry CFal’s 

"brand of quality”. 


THE COLORADO FUEL AND IRON CORPORATION 


Albuquerque * Amarillo © Billings * Boise e Butte * Casper © Denver * El Paso * Ft. Worth * Houston * Kansas City * Lincoln (Neb.) 
los Angeles * Oakland © Oklahoma City * Phoenix © Portland * Pueblo * Salt Lake City * Sanfrancisco * SanLeandro 
Seattle © Spokane * Wichita 
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The MAN with the MONEY 


has an eye for good looks! 


The Man with the Money—your prospective customer, that is— 
has different ways of selecting lumber, depending on who he is. If 
he’s a non-professional who “does-it-himself,” good looks are im- 
portant because he likes to hear Mama and the neighbors tell him 
how good the finished job looks. That’s why he’s generally attracted 
first by lumber with clean, bright appearance. He knows that lumber 
should be well-dried, too. And he’s downright insistent on precision 
milling . .. no torn or raised grain, no chipped knots. . . because his 
project isn’t fun any more if he has to do too much planing and 
sanding to make it look right. 

He makes sure he’s getting all these quality features in lumber 
the same way he makes sure he’s getting top quality in tools and 
paint: he relies on a reputable brand-name label! 

The Man with the Money buys a lot of high-quality, brand- 
name lumber for his do-it-yourself handiwork. Stock the clean, 
bright, good-looking lumber end-stamped with the “Indian Sign” 
brand and you'll be a man with money, too! 
Here's the kind of quality and dependal 4 

n Ponderosa Pine lumber 
the fine, soft texture of high-altitude timber 
kiln dried e precision milled =e _ brand identified 
clean, bright appearance; waxed ends 
consistently graded _—e carefully handled and loaded 
peney. a. delivery we year ‘round 

ther and service Southwest a 





fromer demands 





the kind of lun 


SOUTHWEST BRAND PONDEROSA PINE LUMBER 
Made to please the Man with the Money —your customer 


Southwest 


LUMBER MILLS, INC. 











SIDING + SHEATHING + SUB-FLOORING + ROOF DECKING + PANELING + INTERIOR FINISH 
General Offices: P. 0. Box 908, Phoenix, Arizona 


Mills at Flagstaff and McNary 


Circle No. 54 on Coupon, page 100 





